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When is a house worth more? 


When it’s a Weathermaker Home. That means it is air conditioned by Carrier 


and that it takes advantage of its air conditioning 

























Better value for today 


The Weathermaker Home is a new kind 

of house. Because it’s not dependent on outside 
weather for indoor comfort, it can be 

designed with substantial savings. Because it 
doesn’t need cross or through ventilation, 

the floor plan can be more compact. Many of the 
windows can be stationary — you need no 
half-way measures to half-way comfort like 


attic fans or louvers. 








Better value for tomorrow 


Air conditioning is bound to become more and 


more of a factor in housing. Already, 





air conditioning in apartment houses is insuring 
100‘¢ occupancy. And room air conditioners 

are selling at a rate that will bring 

them above the million mark this year. In the 
face of that trend we think air conditioning 

is now essential to a truly modern home. But this 
is just a very small part of the whole story. 


And you can get the whole story by writing. 
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| 

| CARRIER CORPORATION 

| 315 S. Geddes Street, Syracuse 1, N. Y. 

| Please send me “How to Have a Carrier ; oe 
Weathermaker Home.” -iddljd 
Name 

L Street AIR CONDITIONING + REFRIGERATION 
} : 

| City State 
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A good house is 
always better when it 
includes raceways 

for cone ealed 


telephone wiring 


BELIEI 





as fundamental as 


sh elf space 





Appearance counts, as well as convenience, in the location 


of open shelves — and telephone outlets. Beautifully finished walls 

and woodwork can be protected by built-in conduit for 

concealed telephone wiring. These raceways impress prospective 

buyers, add to the salability of the houses you build. 

Your Bell Telephone Company will be glad to help you lay out economical 


raceway installations. Just call your nearest Business Ofhce. 
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PANEL DISCUSSION 





Plywood Creates 
Unusual Home 


An excellent example of how well Douglas 
fir plywood lends itself to contemporary 
design is this award-winning California 
home by Architect Gordon Drake of 
Carmel and San Francisco. 

“Because plywood is at once a struc 


tural material and a finish material, offer 





ing both strength and beauty, plywood 
made possible many building economie- 
in the house,” explains Architect Drake 
“The material permits new architectural 
concept which enables the designer to 
concentrate on essentials without sacri 
ficing beauty, charm or utility.” 
Plywood imparts needed structural 
strength and rigidity to the seemingly 


fragile structure and also serves as attrac- 


live exterior siding and interior wall 








: Nail down building costs 
with PlyScord Subflooring 


THE REAL story of construction costs isn’t always shown cn the 

bill of materials. It’s the applied cost that counts! PlyScord sub- hi tied! wind saad atl -be 0 cites 

flooring can be laid in less than half the time required for lumber OO ay ae 

subflooring. Big, work-speeding panels are light, easy to handle 
. cover large areas quickly . . . fit standard joist spacing with- 

out wasteful sawing and fitting . . . require far fewer nails. 





paneling. Ihe isometric shows elements 
ofl post and cirder construction which 


employs plywood as structural diaphragm 


PlyScord subflooring means better construction, too. Plywood’s 
rigid plate-like action protects against violent racking action of 
wind or earthquake. Strong, rigid panels provide a solid, squeak- 
free base for finish flooring . . . protect against drafts from below. 

| PlyScord subfloors won’t cup, shrink or swell. Result: finish 
A floors look better, last longer. 





Plan now to include PlyScord in your next bill of materials 
for better construction, for building economy. 
Shelf-Door Wardrobe 
Complete plans and bill of materials for 
the shelf-door wardrobe which was 
awarded first prize in the national archi- 


tectural contest for plywood built-ins 





may be obtained free of charge from 
Douglas hee Plywood Association, 
Tacoma 2, Wash. Designed by Edward 
AMERICA'S BUSIEST BUILDING MATERIAL Hanson, Stillwater, Minn., the plywood 


built-in makes use of shelves and bins 





® PlyScord is the unsanded construction grade of Interior-type plywood on the inner door faces to provide extra 


bonded with highly water resistant glues. For subflooring, sheathing, backing, storage space. Drawer space Is prov ided 


one-use forms. PlyScord is a registered grade-trademark identifying quality both below the main unit and inside the 








plywood manufactured in accord with U. S. Commercial Standards and ; 4 

inspected by Douglas Fir Plywood Association (DFPA) roomy wardrobe section. » 
f : 
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Prefabricator Cuts 
Costs With Plywood 


Douglas fir plywood, which has been 
synonymous with prefabrication since 
1935 when the first “stressed skin”’ ply- 
wood house was built by the USS. Forest 
Products Laboratory, today remains the 
leading material for line production of 


modern housing. 


Evidencing this fact are the comments 
of H. Arthur Tucker of Southern Mill & 
Manufacturing Co., Tulsa, Okla. The 
firm is one of the nation’s pioneer pre- 
fabricators, having mass-produced houses 
for over 32 years—largely for petroleum 
industry housing projects. Says Tucker 
of plywood: “Plywood wall and roof 
sheathing and subflooring are, of course, 
far stronger and more rigid than other 
materials. But it cuts costs, too. Plywood 
wall and roof sheathing cost about 85°: 
as much as |’ boards and can be installed 
in 40% fewer man hours. Considering 
time, labor and material savings, ply- 
wood subfloors cost less, too. Plywood’s 
light weight means an average savings 
of $30 to $50 per house in shipping costs 
and greatly speeds site assembly.” 


New Panel Material 


West Coast plywood manufacturers are 
now mass-producing a new panel material 
which combines smooth, hard, wear-re- 
sistant hardboard surfaces with a back- 
bone of Douglas fir plywood. Named 
Plyron, the material has already proved 
successful for such diverse uses as cabi- 
nets, concrete forms and flooring. Faced 





with hardboard which provides an ideal 


base for smooth paint finishes, Plyron 
relies on plywood inner construction to 
furnish the “muscle,” making it punc- 
ture-proof, dimensionally stable and 
relatively light weight. The material has 
excellent nail holding properties and re- 
tains the easy workability of plywood. 
Rigid industry quality standards have 
been established for Plyron, similar to 
those for Douglas fir plywood. 




















argain Basements-Easy with 


ouble-Duty PlyScord Forms 


PuT a two-way squeeze on building costs by using the PlyScord 
grade plywood first for concrete formwork, then for sheathing 
or subfloors. PlyScord saves form-work time and labor costs. . . 
creates attractive, fin-free concrete surfaces—especially import- 
ant for inner basement walls, retaining walls and exposed con- 
crete on hillside homes. 

After use as form panels, use PlyScord for strong, rigid wall 
and roof sheathing . . . tight, firm subfloors . . . or backing for 
thinner, more-expensive wall paneling. PlyScord cuts coSts here, 
too. Big panels speed application of subflooring by 50% . . . wall 
and roof sheathing by 25%. 

The highly water resistant (but not waterproof) glues used in 
PlyScord easily withstand use as one-use forms or other occasional! 
wetting on the job. PlyScord is light, strong, amazingly tough. 
Won’t split or puncture. Big, exact size sheets reduce waste. . . 
work with ordinary tools. 


Douglas Fir 





AMERICA'S BUSIEST BUILDING MATERIAL 


® PlyScord is the unsanded construction grade of Interior-type plywood 
bonded with highly water resistant glues. For subflooring, sheathing, backing 
one-use forms. PlyScord is a registered grade-trademark identifying quality 
plywood manufactured in accord with U. S. Commercial Standards and 
inspected by Douglas Fir Plywood Association (DFPA 
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American- Standard WARM AIR 


WYANDOTTE WINTERGLO 


For utility rooms, closets, alcoves. These two steel “high 
boy” type winter air conditioners are typical of the 
American-Standard line of smartly-designed heating 
units for small homes and individual apartments. The 
Wyandotte is a gas fired unit, while the Winterglo is 
designed for oil firing. 
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WINTERWAY MOHAWK 


For basement installations. The steel, oil fired Winterway, 
popular for small to medium homes, is designed for 
unusual flexibility and ease of installation. The Mo- 
hawk, a de luxe cast iron winter air conditioner, pro- 
vides automatic gas fired heating for virtually any 
size home. Both are typically compact in design. 


NAVAHO SHAWNEE 


For low-cost installations. The Navaho floor furnace is 
compact and shallow, can be installed easily in the 
floor of any small building, with or without basement, 
and does not require excavation. The Shawnee warm 
air furnace is ideal for installation in basements used 
as game rooms, laundries, or work shops. Both units 
burn all gases efficiently and economically. 





American-Stardard 


First in heating..-.first in plumbing 
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Industry Spotlight 


OME builders, ready for another big production 

year. had their hopes shattered a few days ago 
NPA is slashing its previously authorized housing 
goal for this year by 23%. The total for “52 is to be 
660.000 instead of 800.000 to 850.000. Reason: scarce 
metal allotments for the second quarter for housing 
will be cut 55% from °51 use. Builders wondered if 
they weren't getting a special treatment. what with 
auto and other industries getting smaller production 
cuts. NAHB President Bill Atkinson called the cut 
“ridiculous. absolutely unnecessary the number 
one blunder of the controls program.” 


Cooperative apartment houses may be here to stay 
After a slow start early last year due to tight mort 
gage money. FHA had insured mortgages covering 31 
cooperative housing projects of 6728 units for $6114 
million by the last of October. It has commitments 
outstanding on 23 additional projects for $38 million 
of mortgages involving 4155 cooperative units. It has 
eligibility statements for another 61 projects, totalling 
$5514 million in mortgages pertaining to 6232 dwell 
ing units. Applications have come in for more than 
300 cooperative projects 


How many direct home mortgage loans will be 
taken up by private lenders is worrying VA officials. 
Late last month. VA for the first time placed about 
$95 million of home loans on the market for sale 
through its regional offices. They represented 15.000 
loans made by VA to veterans who couldn't get Gl 
loans in their areas. VA has another $48 million ap 
proved to put on the market. But would anyone take 
the 4% money? If not. VA would have only $7 mil 
lion left in its revolving fund to make direct loans 


. * * 


Most of the $25 million slated for public housing 
in critical defense areas may go for prefabricated 
homes and trailers. HHFA says 2815 units in 14 
critical defense areas with a temporary need for 
housing will consist of temporary structures. avail 
able for re-use in other areas. The Public Housing 
Administration will handle procurement and installa 
tion. 


‘o*s 
Pension funds represent the most rapidly growing 
investment pool in the nation with resources already 
exceeding $10 billion. Aubrey M. Costa. president 
of the Mortgage Bankers Association of America 
believes pension funds will turn to mortgages for in 
vestment . a new source of home financing 


* * . 


Tempers flared over the Public Housing Admini 
stration’s letter to the Los Angeles city council. PHA, 
ired at the city’s block to public housing. had ad 
vanced $12 to $13 million to the Los Angeles Hous 
ing Authority for a $110 million public housing pro 
gram. PHA even threatened to seize city property to 
pay the sum. 

Another Stamats’ publication was honored last 
week. A special award for editorial excellence was 
presented to Perrecr Home Magazine by the Ameri 
can Furniture Mart. Editor Donna Louis Nicholas 
received the honor and was interviewed on the “Russ 
and Sylvia Davis” television show 
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See NATIONAL HOMES’ exciting new display at the 


Home Builders Show. See a preview of our thrilling color 








movie, “Homes Unlimited.” See how National Homes 
has won and held the leadership in home production 


through finer quality, styling, variety, value! 


> wr 
Ag 


antl SPACES 94-95 


NAHB Exposition 
CONRAD HILTON (Stevens) 
HOTEL — CHICAGO 
JAN. 20-24, 1952 





Today there are TWO big opportunities for builders: 








1-the wage-earner demand for lower priced homes; 
2-the continuing demand for de luxe homes—with as many 
as four bedrooms and two baths—without extravagant cost. 


Only NATIONAL enables you to cultivate this “dual 
market.” National wins in both fields, with the greatest 
variety of designs and sizes offered by any producer of 


homes. In 1952, sell SUCCESS—sell NATIONAL. 


National Homes prefabricated panels 
and structural parts are commended by 
Parents’ Magazine as advertised therein. 





HOMES 
CORPORATION, lafayette, ind 


EASTERN PLANT HORSEHEADS, NEW YORK 
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SELLING A NEW TYPE OF HOMEc ccccccccceccceseccees 








. | 
e UT OF THE struggle to keep building costs down within range \ 
of demand, a new type of home is evolving. It’s a better home, » 
" more suited to the living needs of today’s families. But are we pre 4 
e pared to sell it? 
A For several years now. real estate builders wanting to hit the | 
® low-priced market have been searching feverishly for ideas that 
would keep costs down in the face of ever-climbing material and , 
ad labor prices. Get a house down within price reach, they thought. i 
° and it will sell itself. 
. That was true for some time. We question whether it is any 
. more. In too many cases, costs have been cut the easiest way 
| by slashing down room and lot sizes. That was all right as long as 
e there was a desperate demand for shelter. But that demand is 
. changing . . . quicker than we may realize. People are shopping 
e around now for more house for their money. They can wait 1! 
they have to. They want to save dollars. but they don’t want then 
° house smack dab up against the neighbor’s and they want it big 
* enough to move around in. 
* It’s refreshing that there has been a flood of new cost-saving 
© building ideas in recent months. (You'll find the latest on the 
following pages.) Enterprising builders are taking a new look at 
e their products, how they're put together, and how they serve then 
e buyers. These builders aren't taking the easy way out. Instead of 
° cutting down on size, they're shedding design and construction 
habits to give more living space for less money. They're eliminating 
© much of the architectural bric-a-brac we used to think essential 
” They're pre-cutting and pre-assembling more structural members, 
e selecting land with the best slope, crossing unnecessary windows 
and doors off their plans, scheduling their crews by hours instead 
° of days, trying new plumbing and heating arrangements 
e These builders are on the right track. ‘They're taking ihe 1938 
» house we've hidden with a 1948 exterior and giving it a 1952 ireat 
° ment, inside and out. But without a sure-fire sales program to pro 
mote these new ideas, the projects can bog down 
© People are suspicious of anything new. They have very definite 
‘ ideas that a house isn’t complete without architectural curlicues 
e and a certain number of windows to a room and walls between 
° certain areas. They ll look at a new home, compare it with their 
preconceived notions of what they could have built 15 or 20 years 
ad ago for the money. and shake their head. All right. Let's beat them 
* to the trigger. Let's vividly demonstrate to them that today’s new 
° homes will give them better living value than ever before 
We've talked a good many years now about convenience in the 
e homes we are building. Let's forget general terms now. Let's tell 
* exactly what makes ior convenience. Traffic lanes in our new 
e homes are planned so there’s less confusion. The house is no longer 
a box full of little compartments. It’s an integrated plan, divided 
? into sleeping, work, and living areas. The kitchen is more com 
* plete. has cabinets and counters of just the right height and it’s 
* planned to a work pattern. 
Let’s be more specific when we talk about design. Point out the 
Publisher traight, simple, handsome lines that are more pleasing to the eye, 
ndiniht 0 Geereaes less expensive to maintain than yesterday's architectural froth, 
GORE Let's show how the house is planned to a 4-inch module so it’s 
Editorial Director ree vepaiadl amd furnishes 1 ot's stress how the house is oriented 
a > ine a easiel to expand anc urn 1 ) e house is orientes 
= Di for better light and ventilation and temperature with the aid of 
Editor and Business Manager fingertip controls. 
Bos Fawcett Let's get down to brass tacks about construction methods . . . how 
Associate Editors each workman becomes a specialist in an assembly-line operation 
. Rocer C. Lakey .. . how pre-cutting and pre-fitting gives them a better house at 
: Witttam O. TURNER less cost. Let’s stress the names of the roofing, plumbing. heating. 
{ Editorial Assistant: Dorothy Quinn insulation, lumber, and other materials and equipment we use . 
} Research Assistant: Elsie Patterson . 
: ss Mines deen We nical why we use them and how they will serve better. : 
; Cond thier thinkin 0: Seta Certainly we're going to build good homes in 1952. But to sell 
ik site tects Midian Witte, Miataen the new trend we can’t rely on a better price. We must get down 
George Bacon and Vivian Ives, assistants to pin points. We must cast off time-worn selling approaches and 
Circulation Manager: E. J. Dvorak make people recognize the value they are getting for their money. 
4 ees =~ ag * a Hogan, director; B.F 
oger C. awley, assistant 
a 
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the primary question among real estate builders... 





Meeting Today's Building Cost Problems 














BY BOB FAWCETT, EDITOR 


Give key mechanics year-round employment if possible 

Try to get long-term options on land adjacent to your project 
Trend to flat roof, simple lines, less fluff, open planning 

Select land with less than 10% slope. Avoid heavily wooded areas 
Lay out longer blocks and shorter, not narrower, lots 

Use variations of fewer floor plans. Design all parts to 4-inch modu! 
Combine rooms, using dividers instead of complete walls 

Pre-cut and pre-assemble roof trusses, exterior framing, interior wal 
Make each workman a specialist. Inform crews of plans, progress 


Set up accurate time schedule for workmen, delivery of materials 


Keep daily reports on manhours spent on each operation 


S [EEL is leading another round of wage increases. Building labor will 
J probably ask and get a 5% to 10% wage boost in ‘52. 

Building materials, except some metal items, are in good supply now 
in most areas. But a tightening is expected later this year. 

Government planners want to hold down home construction to under 
650,000. They may do it, but many believe this total will go higher. 

Meanwhile, the hunt for homes goes on. Financing looks better than 
at any time in the past year. There is no slackening in demand. But. . . 
the demand has changed from one for shelter to one for houses of quality 
anid value. 

Despite the controversy over how many houses will be built this year 
and what will happen to wages and materials, the consensus is that 1952 
is going to require much more building ingeniuty and foresight. 

How can the men who build houses for sale or rent fight off the three 
bottlenecks of wages, materials, and government intervention, and still 
provide attractive, quality homes within the price reach of demand? It’s 
no longer a question of trimming down room sizes. It’s a matter of keep- 
ing an eagle-eye out for every phase of the whole operation from the 
selection of the site to keeping accurate cost records. 

To help answer this No. 1 question, Journal editors asked typical 
readers . . . real estate executives who plan, finance, build, and sell 
homes. . . for their opinions. Here is a round-up of cost-saving ideas on 
every phase of developing a project of homes for sale or rent. 
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Good land for subdivisions is becoming more scarce and 
expensive by the day. Development of poor land usually 
offsets any original savings. Unfavorable buyer reaction 
to location hinders the savings available through rapid sale 


“T think the most important considera 
tions in selecting a site are (in order): 
location, terrain, distance to utilities, 
distance to transportation and_ schools, 
marketability, and price.” 

Jess L. Scuroeper, Omaha 


“Better transportation has decreased the 
demand for close-in lots. People want 
suburban residences now.” 

Cosmo A. PLantone, Rochester, 


New York 


“Our subdivisions range from 25 to 35 
miles from the city of Chicago so trans 
portation is our primary requisite. Other 
major factors are cost of acreage, avail 
ability of water and sewerage, and the 
location itself.” 


E. W. Enoie, Chicago 


“The best cost-saving method I know 
is to engineer your subdivision, your 
street improvements, and home plans 
to near perfection before you start con 
struction. Have all changes made on 
paper before beginning construction. 
Have the plans and plot plans. Answer 
all the workmen’s questions. Show all 
possible dimensions clearly. Know your 
finished street grades so that the approxi 
mate elevation of each house in relation 
to the grade can be recognized at a 
glance. There should be a sewer plan 
showing where the sewer is to be con 
nected with the house so that street 
utility workmen and plumbers will make 
no false steps. On a volume project indi 
cate on the plot plan the job number, 
street number, FHA number, legal de 
scription, type of exterior siding and 
shingles, house colors, as a convenience 
for workmen, mortgage company. sales 
force.” 

-Avpert Batcn, Seattle 


Savings through site selection 


Land with slight slope is least expensive 


% LOCATION: Should be within 40 minutes travel of employment. 
walking distance of local shopping and elementary school over lightly 
traveled streets, less than four miles from major shopping. recreation 
churches. Study direction of development for high. medium. low cost 
housing. Check whether access to site is over congested routes. through 
undesirable areas. 


% SIZE AND COST: Average subdivision is 35 acres or larger. Avoid 
carrying too much land but endeavor to get long-term options on adjoin 
ing areas. Figure compound interest on unsold land. Proposed price of 
houses determines price that can be paid for land. Improved lots fon 
houses under $12,000 can be figured at 15% of total house cost. Houses 
over $25,000, lots can be figured at 25%. Consider making lots shorter 
rather than narrower, long blocks require fewer criss-cross streets. leave 
more space for building 


% TOPOGRAPHY: Gently sloping sites preferable to steep or level land 
Slopes of more than 10% cost much more to improve. Avoid irregular 
boundaries. Good natural surface drainage is one of prerequisites 
Avoid heavily wooded areas; cost of clearing can run to $150 per lot 


% SERVICES: Water, electricity. gas, sanitary and storm sewers. trans 
portation should be at or near the site with capacity to carry increased 
load. Municipalities should bear cost of installing water and sewers if 
they obtain revenue from fees charged. Check availability of fire and 
police protection. zoning of site and adjacent land. 


% PURCHASE: Contracts should cover relatively long periods. Advan 
tageous to have sliding scale options. Do not load up with carrying 
charges on large tracts. Include release clause in contracts in event of 


tax increase beyond carrying ability. 


Savin gs throu gh desi gn 


“The best cost-saving method we have 
devised during the past year is the use of 
one floor plan in our construction. We 
achieve variations by the use of materials, 
windows, orientation of the house on the 
site, and by use of a four-foot extension 
in the front of the house. This can be 
moved from the center to the left or right 
on variations.” 

Gerorce S. Goopyear, Charlotte, N. C. 


“Concentrated construction, truss roof, 
and dry wall for winter building have 
proved to be among our best cost-saving 
methods.” 

Desert 1.. Wetis, Davenport, lowa 


Big cost-savings factor is standardization without sacrificing 
quality, individuality. Attractiveness gained through simpler 
lines, open planning, minimum of fluff and bric-a-brac. More 
thought to multi-purpose plans, materials, additional space 


¥% DIMENSIONS: More use of 4-inch module. ( All space and materials 
are a multiple of 4 inches.) Enables manufacturer to concentrate on 
volume saliaaition of fewer items, reduces costly inventories. cuts draft 
ing time, increases job efficiency, lessens construction time 


% EXTERIOR: Keep to rectangular or square plan. avoiding costly 
projections. Place less emphasis on fake effects facades. window 
boxes. trim. Add more land between houses. Fitting houses to narrow 
lots can cost more in long run. Place house to get most out of the site, 
view. sun. Concentrate on fewer exterior coverings. Row house con 
struction can save up to $1500 per unit. 
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“Pre-planning is our biggest cost-saver. 
We start on the drawing board to figure 
just how framing and erection can be 
simplified and speeded up. As much pre 
cutting and assembling as possible is 
done before materials arrive at the site.” 


— ANpbREW Pace, South Bend 


“Prefab and pre-cutting methods, 
repetition or quantity production, use of 
power tools and equipment in all possible 
places, simplicity of design . . . all help 
hold costs closer to actual values.” 


~- Minter Nicuors, Kansas City, Missouri 


Savings through materials 
Cc 


Prefabrication is helping to offset one of building’s big cost- 
eaters... waste of materials. And substitutes that are less ex- 
pensive are being found to replace metal items in short supply 


“Many savings are made through pre 
fabricating all mill work in cabinet shops. 
We also have added pre-fitting and lock 
ing doors into openings for fitting on site. 

“Our best cost-saving method for this 
year has been setting up conveyor belts 
and power saws for cutting all framing 
members to exact size. This is done in 
our shop on three lines studs, floor 
framing, and headings. In our mill work 
shop we also fabricate openings, corners, 
and tees. 

“A big savings in spoilage and waste 
from handling is achieved by the use of 
trailers. Framing members pre-cut to size 
move right off the conveyor belt onto the 
trailers and then are pulled to the job 
site where materials are used right off 
the trailers. This is timed to coincide 
with the need for the material as the 
foundation is completed and framing 
crew move onto the site.” 


Watwace E, Jounson, Memphis 


“ve switched from 2 x 8 to 4 x 8 
insulation board and it’s saving on costs 
!t eliminates the need of corner bracing. 
goes on much faster, and there is much 
less waste.” 


18 


e closets can also serve as room dividers 


Prefabricating roof trusses, gables saves material 


Rosert Gernowz, Jr, Flint, Michigan 


¥% SPACE: Use simple variations of one or two floor plans. Keep iraffic 
lanes to a minimum by providing easy access to kitchen and bathroom 
trom all rooms and entrances. Half partitions can serve as room dividers 
rather than complete walls. Pass-through or counter bar can divide 
kitchen and dining room or living- dining area. Integrate garage or cat 
port with house, perhaps placing it in center. Can serve as service en 
trance. 


% DOORS AND WINDOWS: Rear door or service entrance can be 
eliminated if main entrance is easily accessible. Minimize separate 
door and window heads. Row windows cut costs of bracing separate 
— Carefully consider placement of windows for maximum ven 
tiiation. 











% PRE-CUTTING: Stairs can be prefabricated if floor-to-floor heights 
are standardized. Standard ceiling height of 8-3¢ feet helps eliminate 
waste, time fitting interior walls. Use same length floor joists for all 
houses. Fit doors and windows to frames in site shop. Cut all framing 
members to size before delivery to site. Assemble wall frames in shop 
or on ground at site. then lift into place and secure. Ring-connector roof 
trusses are less trouble on site. Non-bearing wardrobe walls pre-cut to 
size are cost-savers. 


% SELECTION: Wherever possible, use nationally-known materials of 
quality. Better companies will stand back of products. Choose on basis 
of value to original installation and low maintenance costs. Use of higher 
priced materials usually results in fewer complaints from home buyers. 
fewer expensive call-backs for builder. 


% PLUMBING: Kitchen and bath are high cost items. most in need of 
standardization. Back-to-back plumbing is one of solutions. Movement 
on foot to get manufacturers to build fixtures to fit 5 x 8 foot bathroom. 
Stack vent eliminates additional piping usually needed for separate back 

venting. Simplified plumbing tree with two cast iron sections instead of 
nine provides waste line for kitchen and 114 baths. Moth-balling bath 
tubs (cocoon-like wrapping) costs only $1.50 but prevents expensive 
is gas from handling. Three-inch waste pipe costs less to fit into 2 x 4 
studs. 
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“Constant personal supervision is the 
best way to trim costs without sacrificing 
quality. The first rule is to plan the house 
to suit the site. Take along a surveyor 
instead of a measuring tape. Be sure that 
footings are put in right, that they're 
level, and that the excavation squares 
with all the lot lines 

“I never put a crew of carpenters on 
the job until the basement has been back 
filled and rough graded. This makes it 
much easier for carpenters to work 
around building without having to plank 
over holes. We hire common labor to 
keep the jobs cleaned up so there’s no 
climbing over stuff, losing of tools in the 
debris. 

“I watch that joists and headers are 
placed so as to allow for heating and 
plumbing installations to avoid cutting 
and replacing.” 

O. G. (Birt) Power, Des Moines 








“We promise our men continuous em 
ployment. This and a bonus system help 
us get volume and sales up. A card sys 
tem provides us with a daily check of 
labor operations. This shows us where 
and when we should start looking for 
new mechanics.” 

Watrer J. SHaprer, Jn., Columbus, Ohio 














Savings through labor 
Cc © 


Competition for today’s labor is a sore-spot. The major prob- 
lem is to keep productivity somewhere within range of for- 
ever-increasing wages. Incentive plans, careful selection, 
specialization of each workman are the most popular remedies 


Inform crews of plans, show importance of job 


Builder Robert Gerholz, Jr., isn’t wor- 
ried now over the materials situation 
except metal items, but he expects 
further tightening in the next six 
months. He plans about 20 homes for 
*52 in the $13.000 to $16,000 range, 


and two or three custom-built homes 
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% SUBSTITUTES: Concrete piers, rather than slab construction, to 
support floor beams saves reinforcing steel. Transite pipe can be used 
instead of cast iron pipe underground. even under concrete slab. Duc 
tile steel tubing can replace copper for radiant heating coils. Asbestos 
cement water main is substitute for cast iron. Plastic 
saves on insect screens. 


rather than metal 





% EMPLOYMENT: Steady work is important factor in getting and 
keeping good labor. Whether you build 25 or 500 houses, select the exact 
number of workers you need to give year-round employment. Don’t 
finish project and then start looking for more land. Plan ahead to keep 
rews busy. Giving each worker specialized job increases productivity. 
quality of workmanship. Start your own classes to train apprentices to 
do spec ific jobs Good supervision is essential 


% RELATIONS: Create pride of crews in your building operation. Keep 
them informed of plans. Stay closer to your jobs and your workmen: 
visit them at least twice a week. Make them partners in your effort to 
put value into your homes by telling them the things in which you take 
pride. Show each man importance of his job to the end result. Hospitali 
zation plans. insurance programs promote better relations. Develop a 
bonus plan. giving each workman or crew a percentage of gross profits 
Laggards will be speeded up by income incentive and fellow workers 


% EQUIPMENT: Every workman should be trained in the efficient 
use and maintenance of power equipment he may be called upon to use 
Saws, jigs, and other power tools should be used wherever possible and 
checked frequently. Site shop to house larger tools can become a pro 
duction line, getting houses under roof faster and helping to eliminate 
layoffs due to bad weather. Use of hand power tools is sometimes more 
efficient than prefabrication 





\ealtor-Builder Gseorge Goodvear 1s 
scheduling 125 houses in the $10,000 
to $12,500 bracket this vear. He says 
the current materials situation is eas 
and that suppliers don’t anticipate any 
shortages except in copper and special 


tv steel items. He foresees a good year 
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Much valuable construction time is lost through poor sched- 
uling. One slow crew or a delay in delivery of one material 
can be an expensive bottleneck to an entire project. The an- 
swer is to set up an accurate crew-material ordering system 


Material 


“We are building homes in 15 com 
munities in the state of Washington 
last year more than 600 units. Naturally, 
this size of operation requires very care 
ful scheduling to assure an even flow of 
materials and equipment. 

“We purchase many items on a yearly 
contract, usually arranged in the year 
prior to the construction year. Included 
in this category are such items as plaster 
board and rock lath. 

“Our lumber operations are simplified 
because we own our own saw mill at a 
convenient point from which we can 
deliver dimension lumber to our jobs as 
required 

“We have recently entered into an at 
rangement for the packaging of the com 
plete lumber requirements for each basic 
house design, pre-cut at the mill in 
lengths and sizes necessary. This method 
of handling lumber from mill to job is 
obviously much more efficient. Savings 
in cartage alone is substantial.” 

Gerorce W. Copren, Seattle 


“We developed drawings for founda 
tion, floor joist, wall studding, partition 
studding, ceiling joist, and roof framing 
to simplify placement of members and 
eliminate all possibility of error and 
wasted time and effort. A delivery sched 
ule is compiled from these drawings for 
each load of lumber to be delivered to 
the site, according to when it’s used. By 
arrangement with a local lumber yard, 
the exact number of pieces is brought to 
the site, as it is ordered by load number 
by the foreman in charge.” 

Cuaries A. Bowser, Lansing, Michigan 


Wallace Johnson 
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Savings through scheduling 
_- 


build 1500 to 2000 units in "52. Those 
built for sale will be priced from $7000 
to $10,000; those for rental, $40 and 
$65 a month. Johnson stresses good 
employee relations, 
fits as hospitalization, life insurance 


should be timed for site delivery 


%& WORK PATTERN: Determine the order for each operation going 
into the completion of a house. Check and set up time required to com 
piete each operation. Select sub-contractors who can arrange time to 
your schedule. Sample of work pattern: excavation and site preparation 
foundation including garage and basement floors; backfill and rough 
grading entire site; framing. roofing. and enc sails chimney and ex 
terior masonry; rough plumbing. heating, electrical work; plastering: 
exterior grading seeding; finish woodwork, cabinets, doors; finish 
floors; complete plumbing, heating. and electrical work; finish interion 
painting, decorating, clean-up. 


% LABOR: Each house should be coded by number or letter. Schedule 
should be made out for every operation on each house. Foremen should 
receive copies of schedule and time limit for their crews to finish each 
house. Constant check should be made of time for each crew and crew 
member to complete specific operations. Two trained, responsible work 
men, one to lead crew into work and the other following behind to put 
on finishing touches, can help keep schedule. 


we MATERIALS: Best assurance of delivery is to order one year in ad 
vance and store in warehouse. Don’t delay ordering finish materials 
until block of houses or project is underway. Quantity for each type 
of material can best be figured separately. Delivery of materials should 
he gauged by crew scheduling. A cutting schedule should be set up for 
all materials to be prefabricated. Package materials by job and deliver 
io job site to synchronize with crew scheduling. One person should be 
responsible for receiving aid checking all materials. keeping daily re 
port on quantities received, charging them to each house, and delivering 
them on schedule to each house. 


of Memphis will QO. G. (Bill) Powell, Des Moines, be 
lieves higher taxes, living cost in 
crease will cause building labor to 
demand and get 10% wage _ boost. 
Powell usually builds $20,000 to $30, 
000 homes, but he says he'll get into 
$12.000 bracket if controls continue 


offers such bene- 
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“Labor hours are kept by the job fore 
man for each type of work on a particular 
house and turned in weekly to the time 
keeper. To these direct costs are added a 
percentage to cover federal and state tax 
es, compensation, and liability insurance 

“Lumber and hardware are purchased 
for each job and supplier’s invoice entered 
accordingly. Surplus material transfers 
are accounted for by foremen’s daily 
material transfer sheets 

“Subcontractors bill us for each house 
and these are entered accordingly. 

“Simple double entry bookkeeping pro 
vides for cost accounting to each job and 
supplementary records for each job pro 
vides a breakdown on individual jobs 
This is constantly used for estimating 
purposes and to keep foremen aware of 
costs on thei jobs.” 


A. S. Warton, West Sacramento 


“We have set up the actual manhours 
time allocated for each operation and 
each crew is set up to follow this cost 
Each man is assigned the same job over 
and over so that he is familiar with his 
assignment. Time cards are used on each 
operation and checked by our field men 
twice a day, then tabulated in our super 
intendent’s office on the site 

“Material costs are regulated by ou 
main accounting office and checked daily 
toward the master amount allowed for 
each operation. The coodinators on the 
job follow this for cost distribution. 

“All materials are cut to a master 
cutting list, thus eliminating waste 
Materials are cut in a central yard, pack 
aged and delivered to the job site ready 
for installation, thus predetermining out 
costs from the outset.” 


Wi1i1am Biackrrie.p, San Francisco 


Savings throu gh records 
Cc 


A builder must know his exact costs before he can attempt to 
cut them. Accurate records covering every phase of construc- 
tion pin-point trouble-spots, material waste, labor bottle- 
necks. But don’t work for your system. Make it work for you 


Records should show manhours spent on each 


*® LABOR: Determine manhours required to complete each operation 
framing, masonry, interior woodwork. and so forth. Set up field records 
showing job to which each man and crew is assigned. number of hours 
spent on that job, percentage of completion. Require daily reports and 
enter each time charge according to operation for each house. Also help 
ful for check-backs are daily work sheets prepared by each workman and 
crew supervisor and weekly time reports made by construction super 
intendent covering work of each man on the job. All entries should be 
made by house. 


% MATERIALS: Check and charge materials against house when ma 
terials are delivered to job site. Supervisor should make daily reports 
showing exact quantities received per house, point up shortages. Use of 
check chart helps prevent misplacement of materials and duplicate ship 
ments to each job. 


% STANDARDIZATION: Simplify all records as much as possible 
Elaborate records can be more costly than useful. Office bookkeeping 
practices are determined by size of operation, but you should be able at a 
moment's notice to tell costs of materials and labor for each phase of con 
struction. (See Journal, April and May. 1950 


‘The best cost-saving method we have 
found during the past year is standard 
ization of our cost accounting records 
We now use a system of field records 
showing daily costs There are different 
colors of time cards for different crews 
and there are six job tickets with each 
card. An important factor is to familiarize 
field men with labor costs and keep them 
aware of progress.” 

Frank L. Burns, Denver 


Like many builders, Walter J. Shap 
ter, Jr.. says his plans depend on 
availability of financing. But he ex- 
pects to build 100 houses in Columbus, 
Ohio this year. “The material supply is 
good now except for steel pipe. I don’t 
expect any change until Summer” 





Sis sadn ele 
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Builder Delbert Wells of Davenport 
doesn’t anticipate materials shortage 
since Quad Cities were declared de 
fense area, but he does expect higher 
labor costs. He'll build 100 to 150 
homes in °52, depending on FHA, VA 


cooperation, supply of mortgage money 
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Put Your Office Policies in Writing 


Every office has policies about listings, commissions, sales incentives, 


and other procedures, but too many are only oral and change from 


day to day. Put your office policies in writing for every employee to 


see. It creates confidence . . . lets everyone know what you expect of 


them . . . what they can expect of you. Here’s how to go about it 


OES your office have a plan 
for settling grievances? 
for boosting sales? Do your sales- 
men know how to handle certain 
types of listings? 

Lynes Realty puts this in writ- 
ing, publishes it, and gives a copy 
to each salesman. Procedures ad 
everything including bonuses are 
spelled out. Salesmen like it be- 
cause it cuts down arguments and 
gives them incentive to get out and 
sell. New policies are added to the 
pamphlet as* soon as they are 
adopted. 

If any differences arise, Lynes 
sets up a grievance committee of 





Grievances are settled by a committee of 
three. They listen to both sides and give 
a final decision binding to both parties 


oi 


re) 


three disinterested office personnel 
to settle the matter. But, as far as 
the Lynes’ salesmen know, the 
committee has never been needed. 

Salesmen aren't required to 
come to sales meetings or to keep 
regular office hours. But if they 
don’t attend, or are 15 minutes 
late to the meetings, they miss the 
chance for a weekly award that is 
part of Lynes’ sales-boosting bonus 
plan. Sales meetings are held 
Thursdays from 8 a.m. until 12 
noon. After a short office session, 
the salesmen drive around cara- 
van-style to inspect properties that 
were listed since the last meeting. 
Because each salesman must take 
part in this caravan to qualify for 
the weekly award, 100% attend- 
ance always results. 

But the weekly award isn’t the 
only reason salesmen never miss 
the meetings. Solutions to their 
own special problems which are 
discussed in the meetings often re- 
sult in sales. The caravan helps 
to line the pockets by giving them 
a chance to inspect each property 
and to get a price by group ap- 
praisal that will move it fast. The 
seller is impressed by the caravan 
because the salesmen take their 
own time to familiarize themselves 
with his property. Their group ap- 
praisal can help bring his asking 
price down if it is set too high. 

Lynes’ salesmen find that it is 
better and easier to get all the de 


tails needed to consummate a sale 
at the time the property is listed 
rather than waiting until later. If 
the owner knows the salesman has 
all these facts, he isn’t likely to 
raise his price or change his terms 
just when a sale is ready to close 

When the property is listed the 
salesman makes sure the seller 
knows how much the commission 
is and what he must pay in case 
of a sale. The seller is required to 
include the commission in the 
price he quotes. Unless a property 
is so priced, or so strategically lo 
cated that the salesman is sure he 
can't sell it within a given time, he 
doesn’t take an exclusive listing, 
unless the owner isn’t in a hurry 
to sell. Since Lynes’ salesmen 
know that the right selling price 
can speed a sale, they work harder 
to get their properties listed at a 
marketable price. 

The sales manager handles all 
advertising. Salesmen lend a hand 
by writing copy on the properties 
they listed, but the sales manager 
must approve the copy and sched- 
ule the ads. 

Lynes uses a four-sectional card 
system to protect the salesmen’s 
rights to prospects. One section is 
a postal card which the salesman 
sends to the property owner telling 
him the date the property was 
shown. A similar section is sent 
to the occupant of the property, if 
not owner-occupied, thanking him 
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for courtesies. A third section is a 
record filled out by the salesman 
for the sales manager. It tells at a 
glance when the property was 
shown, address of property. office 
listing or multiple listing system 
number, and name of salesman. 
The remaining card is a personal 
record for the salesman. It tells 
when the yroperty Was shown, 
property address. client’s name. 
and any other information the 
salesman wants to record. 

The cards are numbered con- 
secutively, with each of the two 
record cards having the same num- 
ber. After filling in the cards the 
salesman files the office record card 
and keeps his personal record, 
which is the only card bearing the 
client’s name. 

Although the office doesn’t re- 
cord prospect's names, they can 
verify claims by the duplicate 
numbers on the two record cards. 
Salesmen are protected by this 
system for 90 days only, after 
which the record is taken out of 
the files 

Everyone who uses the system 
is pleased with it. The salesmen 
like it because it prevents argu 
ments. The sales manager is hap 
py because he can tell at a glance 
hew much action is being taken 
on each listing. 

The schedule of commissions is 
set up to move sales rapidly. If a 
salesman can get an exclusive 
listing and sell it within 15 days 
he gets 70% of the sales commis 
sion. If he makes the sale after the 
15 days he nets 60%. He receives 
20% if another salesman sells it 
for him within the 15 days, and 
the man who made the sale gets 
40%. If the other salesman sells 
the listing after the 15 days. the 
man who made the sale nets 10% 
more, or 50%, and the man who 
got the listing earns 10%. A sales 
man who sells an exclusive office 
listing within 15 days earns 60% 
of the commission. If he makes the 
sale after the 15 davs he earns 
50%. 

No one gets credit for an ex 
clusive listing unless the listing 
contract is turned in to the sales 
manager at least 24 hours before 
the sales contract is submitted. 

On sales where no exclusive 
listing exists.or where property is 
listed with another broker the 
salesman making the sale earns 
50% of the gross commission col- 
lected by the office. 

When salesmen get loan busi- 
ness, they earn the full brokerage 
fee collected from the borrower 
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on all but GI loans. By having the 
office make the loan on a pur 
chase it keeps the entire transac 
tion under the salesman’s control. 
Although the manager in the loan 
office handles the loan details, the 
salesman procuring the loan must 
actually bring the borrower in to 
the manager before the salesman 
can collect the brokerage fee. 

New management business re 
wards the salesman who procures 
it with a fee equal to 50% of the 
management commissions collect 
ed on any account during the first 
12 months and 25% of those col 
lected thereafter. 

Although they get no commis 
sion for it. salesmen help bring in 
insurance business because it’s a 
source of sales leads. And it helps 
keep people coming to the office. 

Salesmen are _ pleased with 
Lynes’ method of handling tele 
phone and personal office calls 
They feel free to get out and sell 
and not sit around the office wait 
ing for calls. When a call comes 
in, it is handled by the front desk 
first and not by any salesmen in 
the office. 

Calls that result from an ad on 
a specific property are given to the 
salesman who got the listing. Calls 
that aren't the result of a specific 
ad are assigned to salesmen as 
equally as practicable, depending 
on the prospect’s needs and the 
salesman’s ability to handle him. 
When a salesman is given an office 
prospect, he is protected for 30 
days only. After that time the in 
quiry is published in the prospect 
ledger which is always open to 
the salesmen. Property inquiries 
that aren't the result of a specific 
ad, and which, in the sales man 
agers opinion, can be handled 
equally well by any salesman, are 
published in the ledger as soon as 
possible. 

Lynes’ bonus plan stimulates 
very salesman to boost sales. Dur 
ing the 24 weeks the bonus plan 
is in effect, every salesman is as 
signed a $5.000 sales quota per 
week. If he attends the sales meet 
ing and caravan trip for that week. 
he gets $10 for every week he 
makes his quota. He can’t carry 
his sales volume from week to 
week — he must have received at 
least $5,000 credit within the spe 
cific week. 

Lynes’ salesmen say the plan 
has brought about more action. 
comment, and sales than anything 
they have ever tried. 

Besides the weekly $10 awards. 
a salesman can win $100 for each 
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Commission rates and a 24-week bonus 


plan encburage salesmen to list and sell 


properties rapidly, also win weekly prizes 


12-week period of the 24 weeks the 
plan is in effect if he attains at 
least $60.000 sales volume credit 
within either of the 12-week peri 
ods. 

The salesman fortunate enough 
to win the most weekly awards 
also wins a $500 grand prize. If a 
tie exists. the award goes to the 
man which also has the highest 
cumulative sales total for the 24 
weeks 

If two salesmen participate in 
the same sale. bonus credit is di 
vided in the same proportion as 
the sales commission. If a new 
salesman joins the staff during the 
time the bonus plan is in effect, 
he is immediately entered with a 
credit towards the 12-week award 
and the grand prize. His credit 
equals the average of the credits 
of the several salesmen at the time 
he joins. Disputes are arbitrated 
by a committee of three chosen 
from office personnel] 





Salesmen’s rights to prospects are protect 
ed for 90 days. Listing information is 


recorded by card system to reduce errors 
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JUST RIGHT 
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orrongement in this home ere exceptional The price is $39,500 


ae 


& BENNETT 


c 
REALTORS 
239 S. Woodward Midwest 4.7000 











( Oompany makes abundant use of eve pleasing white space 
Copy is simple, yet appealing. General location is always 
given. Property determines mention of the sales price 


S LONG as you're spending good 50-cent dollars 

for advertising. why not make your ads as effec 
tive as possible? Why be satisfied with slap-dash, life- 
less chunks of fine print that do nothing more than 
set forth bits of information? 

In good times there are a certain number of eager 
home-seekers who will dig into solid columns of type. 
puzzle over abbreviations, wend their way through 
awkward sentences. But it’s the imaginative, desire 
producing ad that gets first attention, moves the 
lethargic prospect into action, and pays a bonus im 
inquiries. 

Some of the best real estate advertising we've 
seen is that of Snyder, Kinney and Bennett Inc.. 
Realtors of Birmingham, Michigan. Their brochures 
are artistically laid out, copiously illustrated, printed 
on attractive glazed paper. Their copy is written with 
verve and skill and is interesting to read — even by 
people who aren't looking for a home at the moment. 
‘This firm isn’t afraid of an unusual approach either, 
with the result that much of their material attracts 
attention and causes comment where conventional 
ads would go unnoticed. 

Their ads are outstanding examples of the use of 
photographs not just any photographs but really 
striking ones, pictures with sales value. The copy 1s 
usually written on a theme suggested by the picture. 
For instance, some of their ads are titled “Tradi 
tionally Correct,” “Just Right,” “To Set You Dream 
ing.” The approach is one of desire creation instead 
of a mere presentation of facts. The tone is one of 
community pride, desire to be of service. 

Results of this type of advertising have been grati- 
fying. The 20-year-old firm, has had a consistent and 
enviable sales record. has grown every year in the 
scope of its activities and volume of business. 

A considerable share of the Snyder, Kinney, and 
Bennett advertising budget goes for institutional and 


24 January, 1952 — Nationau Rear Estate anv BuILpiInc JOURNAL 





Glenmorst Onwe 
You re bewnd to find the inside of thus attractive property just as pleasing os 


ads do extra work 


Eye-pleasing pictures and colorful copy pay a bonus, 
as Snyder, Kinney and Bennett have demonstrated. 
Their methods may suggest ways for you to put sales- 


pulling power into your own newspaper ady ertising 


goodwill advertising. Twice a year, the Fourth of 
July and Christmas, the firm sends a supply of book 
matches to clients they have sold in the last 15 years 
Elliott S. Kinney, President of the corporation, credits 
part of the effectiveness of this medium to timing 
Evidently the summer supply comes in handy to 
light firecrackers and the December mailing gets wide 
circulation at holiday parties. 

Another background medium to which Kinney 
gives special credit for much of the goodwill his firm 
has built up is Perfect Home Magazine which he 
sends to a select list of clients. “Through the years. 
Perfect Home has brought great approbation to this 
firm,” he says. 

Last Thanksgiving the firm prepared a large ad 
with pictures of everyone on the staff and headed 
it “So That You Can Know Us Better.”’ Kinney holds 
this bit of institutional advertising to have been of 
great value at a local level. 

For many years the company has distributed an 
illustrated map of the Bloomfield Hills residential 
district. the scene of several of the Kinney firm's 
major developments. On the back of this map there's 
a lavish display of photos not of houses that 
Snyder, Kinney, and Bennett have to sell but of com- 
munity institutions. Pictures of schools. churches, a 
community house, and a country club give a clear 
idea of the luxurious nature of the community. 

There are big differences in real estate firms, of 
course. Perhaps your particular firm has no need for 
so elaborate and advertising program as Kinney’s 
firm. But we think the average real estate ad-writer 
can pick up a good many pointers from this com 


pany’s copy and its general approach to the matter 


of advertising. Snyder, Kinney, and Bennett don’t try 


to cut corners when it comes to spending money for 
the best in pictures and copy — but they get their 


money's worth. 
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Development 





Contest 





Typical home in “Wedgewood” subdivision, built by Albert Stone exteriors. spacious terraces. plant boxes : 
Jalch of Seattle. features concrete block and hand-split siding Houston “Tanglewood” homes. built by William I 









Modern, flat-roofed home in “Ben Hur Estates 

Angeles Kenbo Corporation. features open planning, simple 
Central parking urvilinear streets highlight ark | 
partments im Chicag built American Community B 


ey builders won awards for the best-planned new communitie 
the 1951 Neighborhood Development Contest sponsored by 
National Association of Home Builders. Winners will receive award 
scrolls at the NAHB convertion in Chicago. January 20-24 

All awards are for equal merit. Judges allowed a possible 70° for 
site planning and layout. and 30% for architectural design of buildings 

Winners are: Albert Balch. Seattle. for “Wedgewood” development 
Todd Tibbals. Columbus. Ohio. for “Park Lawn” subdivision: Los An 
geles Kenbo Corporation for “Ben Hur Estates”: William Farrington 
Houston, for “Tanglewood” development. and American Community 
Builders. Chicago, for “Park Forest” 

Special honorable mention awards went to Albert Balch’s “Park Ave 
nue’ development in Seattle and to the “Hammond Wood” project built 
by Paul Burman and Paul Hammond in Wheaton. Maryland 

Judges were Seward H. Mott. head of a Washington, D. C.. land plan 
ning consultant firm, Walter K. Durham, Philadelphia architect. and 
Byron R. Hanke. chief of the FHA land planning section. Awards wer: 
based on projects of single family homes. garden apartments, and shoy 
ping centers. Construction had to be 25° complete for entry 

Prize-winning entries will be exhibited at the NAHB convention. Ex 
hibits will consist of maps showing the project location. schools. trans 
portation and shopping facilities. together with tvpical floor plans and 
photographs of houses in the projects. Colored slides of the winning en 
tries will be shown at the open forum of the NAHB Land Planning 
Committee at the Chicago convention. which will be held January 20-24 
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Management 
large, easy-to-read type. Copy, 
simple, takes only 








contract is in 


three pages 


Employment applications cover 
entire record. Opposite 
checks all experience, abilities 


side 
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Simplicity 1s Key to 


gement Forms 


Careful preparation of printed forms can greatly increase their efficiency, cut 


down on typing time, and do much to eliminate errors and misunderstandings. 


Here are examples of property management forms that are doing a first-rate job 


no doubt about the 


: % HERE’S 
_ time-saving virtues of printed 
office forms for even a small real 


estate firm 
true for 


And that’s especially 
property management 
forms. But many forms that are 
in use would streamline routine 
procedures even more efficiently 
if they themselves were stream- 
lined a bit. 

Generally speaking, a printed 
form should have the following 
characteristics: 

1) Adequate performance of its 
job 
Simplicity 


26 


3) Brevity 

+) Legibility 

The trick of preparing a good 
form, of course, is to reconcile the 
first item on the above list with 
the last three. This has been done 
with more than ordinary success 
by Homer Warren and Company. 
Detroit property managers, in the 
employment application form re- 
produced on this page. 

Essential information is collect 
ed on the face of the form which 
is neatly arranged so that any 
statistic can be picked out at a 
glance. Half-way down the page 
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there’s a special four-line section 
to be filled out by married women 
applicants with special informa 
tion. At the bottom of the page. 
there’s a place where information 
vital to the accounting department! 
(in case the applicant is hired) is 
concentrated. 

The back of the form is devoted 
mostly to the matter of the appli 
cant’s skill and experience. There's 
a convenient previous-employment 
section and such questions as: 
What machines can you operate? 
What experience have you had 
meeting ihe public or in a sales 
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capacity? Lowest starting salary 
you would accept? Can you read 
and work from blueprints? Below 
these are spaces for record of all 
arrests and the name of the per 
son to be notified in case of emer 
gency. 

Just above the applicant's sig 
nature these words appear: “It is 
understood and agreed that if this 
application for employment is at 
cepted by Homer Warren and 
Company. that they do so as agents 
of . owner of the 
building located at ' 
and that I become an employee of 
said above named owner and not 
an employee of Homer Warren 
and Company, although I may be 
paid by them and work under 
their direction as managing agents 
for said owner.” 

H. L. Bliss, the firm’s property 
manager, is particularly happy 
about the inclusion of that para 
graph. He says, “Many times 
people are hired by us for various 
buildings, are paid by us and take 
their direction from us. In the past 
they have sometimes not realized 
that we are not the owners. Sever 
al times such people have filed 
petitions against us for unemploy 
ment benefits. and this has neces 
sitated our appearing before the 
unemployment commission and 
explaining our position. This para 
graph in the application calls the 
applicant’s attention to the fact 
that we are not the owners of the 
property.” 

Another printed form that has 
saved Homer Warren a lot of time 


and trouble is their management 
contract. “Until recently.” Bliss 
explains, “we typed all manage 
ment contracts because the man 
agement fees were different for 
different properties. The printed 
contract we use now 1s drawn up 
in such a way that it will take 
care of nearly every situation. It 
has saved the office considerable 
time.” 

The contract is neatly printed 


in large. easy-to-read type —a 
feature that compensates for its 
necessarily legal wording. (It 


hard enough for the average pet 
son to comprehend legal language 
without having to peer at fine 
print besides Spaces are left 
blank so that fees can be filled in 
All legal aspects of the owner 
manager relationship are carefully 
covered. Between the signature 
and the last printed paragraph a 
large space has been left so that 
any special provisions can be filled 
in 

Specialists in property manage 
ment. Homer Warren and Com 
pany have carried their policy of 
careful attention to forms into 
lease and rental application blanks. 
rent and quital notices, and book 
keeping forms. They have two dif 
ferent application-for-rental forms. 
one a comparatively brief agree 
ment to rent on a month-to-month 
basis and the other more detailed. 
Both are worded to protect all 
parties adequately and at the same 
time are to-the-point, easily under 
stood documents in large type 

The longer rental application 


consists of 11 numbered blanks 
covering property address. the use 
to which the space will be put. 
number of people who will occupy 
the premises. number of children 
rental and when it’s payable, who 
will pay utility bills. references, 
applicants employment. appli 
cant’s telephone number, where 
he’s employed, his business ad 
dress, and a space entitled “Othe: 
Information.’ 

The lease application provides 
spaces for description of the prop 
erty, the period of the lease. and 
several blank lines on which the 
terms of the lease are to be written 
Next. there’s a place for references 
and a paragraph where the amount 
of the down payment can be filled 
in. Just above the signature ar 
the words * agree to 
sign your standard form of lease 
within five days after same is pre 
sented for signature. If this appli 
cation 1s not accepted agree 

to hold you harmless 

Jelow this is a brief acceptance 
form to be filled in and signed by 
the owners of the property 

Business forms can't be expect 
ed to be as easy reading as bed 
time stories. but they shouldn't 
be Chinese puzzles either. When 
making up a new form. first be sure 
that it includes all the information 
it should. Then give some time 
and attention to clarifying. th 
wording and make-up. Select a 
type face that’s easy on the eyes 
If you'll make this extra effort 
the finished form will repay you 
with extra efficiency 





“IWant To Ask Somebody” 


A PROSPECT has often gotten a 
“bum steer” by asking some 
body. A woman was negotiating 
to buy a two flat. Before signing 
the contract. she said. “I want ‘to 
ask somebody’ ”. She had in mind 
a neighbor. She asked him, and he 
told her not to buy it. A few 
months later she learned that the 
neighbor had bought it himself 

in some other name, of course. 

I have often gotten a bum steer 
on stock by asking a banker or an 
investment counsellor. When it 
comes to real estate my experience 
is that the knowledge of the aver 
age businessman is zero with 
out a circle around it. 

Even if you ask an honest and 
conscientious man, his impulse is 
to be non-committal and negative. 
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My waiter was negotiating to 
buy a residence, and he asked me 
I went out and looked at it. It was 
75 years old, and no real estate in 
vestor would consider it for a 
minute. I told him to buy it. I took 
into consideration that he lived in 
it, that he was happy there, and 
that he had set his heart on it. It 
turned out that it was the wisest 
move that he had ever made in all 
his life. He will never get through 
singing my praises. 

It is not many persons who 
think objectively enough to put 
themselves in the shoes of the pro 
spect. They look at everything 
from their own point of view and 
not from the prospect's. What is 
good for them may not be good for 
the prospect. 
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By GEORGE F. ANDERSON 


When you “ask somebody.” his 
advice is usually casual and super 
ficial. He’s thinking about his own 
affairs, and if there was any doubt 
about your problem the safest 
thing is to throw cold water on it 
You can't expect him to put him 
self into your affairs. and give 
them serious thought and con 
sideration 

Of course. if you had an “ideal 
person to consult with that would 
be different. but it’s harder to find 
an “ideal” person, than it is to 
find a bargain 

The only thing to do is to stand 
on your own feet. Make up your 
own mind. Decide your own prob 
lem. If you depend on others. 
you'll never get any place. Your 


Please turn to page 42 
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photographs and are used wisely. They can save your 




















Houses Are Photogenic , 


time too. An expert tells you how to put them to work 


By T. T. Hoven, Technical Service Director, Graflex, Inc. 
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Photographs can be a major selling device if they're good 














~T HAPPENS all the time. You 

drive a prospect out to see a 
home you think will suit him to a 
T. But before he even gets out of 
the car he glimpses something 
about the house that turns him 
against it. Maybe he has a special 
aversion to some architectural 
quirk that he sees. Maybe he ab 
hors curving driveways or steep 
terraces or slant-roof garages. 
Anyway, you sense at once that 
all the supersalesmen on earth 
couldn't sell him this property, 
and you wish you saved the trip 

Then there’s the prospect you 
chauffeur from house to house 
without arousing even a smoulder 
of enthusiasm in him. You pull up 
in front of a house that doesn't 
seem to you to have anything spe 
cial to offer. But your prospect 
drops his poker face and says excit- 
edly, “Now this looks like just 
what I want!” And you wonder 
why you didn’t bring him here 
in the first place. 

In both cases, you wish you'd 
had a better idea of what the buy 
er was looking for. You'd have 
saved a lot of time — not to men 
tion gas, oil, and wear and tear on 
your good humor. But, as you 
know all too well, customers usual 
ly can’t tell what they are looking 
for until they see it. 

There’s one simple thing that 
you can do about this problem of 
wasted effort: you can make 
effective use of pictures. 

Descriptive phrases often mean 
little or nothing to the average 
house-hunter. Likely as not. he 
doesn’t know a dormer from a bay 
window, a terra cotta roof from as 
bestos shingles. But show him good 
photographs of a house and he'll 
let you know at once if it appeals 
to him. Show him exterior shots 
and then one or two interiors and 
you can easily judge if he’s inter 
ested enough to make an inspec 
tion trip worth while. 

It's amazing that more dealers 


to 
we 


don’t do this. The use of photog 
raphy can be an especially pro 
ductive sales tool in the selling of 
real estate — as has been repeat 
edly proved by the few brokers 
who take advantage of it. Most 
dealers use pictures only inci- 
dentally and they don’t use good 
pictures. In a survey the writer 
made of suburban dealers, he 
found that most of those who used 
pictures tried to get by with snap 
shots that were not only inade 
quate but actually unflattering to 
the property. You know the kind 
of amateurish shot we mean 
the kind that distorts a well-pro 
portioned house into a_ lopsided 
monstrosity that looks like a cross 
between a railroad station and the 
leaning tower of Pisa. Such pho- 
tographs make about the same im 
pression on a prospect as a business 
letter written in pencil. 

Of course, a good picture file is 
going to be an expensive innova 
tion if you have all the shots made 
by a commercial photographer. 
Why not invest in good photo 
equipment and take them your 
self? 

A first-rate camera and acces 
sories (including tripod, wide 
angle lens for interior shots, light 
ing equipment, etc.) can be had 
for $400 or less. This cost will be 
spread over the many years that 
good equipment will serve you. 
A photographic dealer will he!p 
you select a versatile camera that 
will take clear pictures under all! 
conditions. He'll also teach you 
how to use it 

Besides eliminating many fruit 
less hunting expeditions, impres 
sive photographs are an unsurpas- 
sed sales gimmick that can be put 
to work in many ways. News- 
paper and brochure advertising 
are obvious uses. Window display 
is another. And pictures triple the 
value of publicity any news 
worthy sales that you make will 
get a lot more attention if you can 


get editors to run a picture with 
them (and editors are always on 
the lookout for good pictures). 

For the dealer-builder especial 
ly. photos are potent promotional 
tools. Suppose you're developing 
a new subdivision. Take pictures 
of the first house in various stages 
of completion. Show the founda 
tion being put in, the insulation 
going into the walls, and any other 
construction features that you 
know will make good sales points. 
When the house is completed, take 
interior shots of it. Better yet. 
make a tie-up with a local furni 
ture dealer — he'll probably be 
happy to furnish model rooms to 
conform to floor diagrams and let 
you photograph them 

The result will be a portfolio or 
brochure) of pictures that stress 
the best features of your houses. 
A picture can dramatize construc 
tion details in a way that no 
amount of talk can. A series of 
views will tell the story of yow 
houses from the first stage of con 
struction to final decorating and 
landscaping. These progress pic 
tures will give the prospective buy 
er a feeling that you are proud of 
everything about your houses and 
that you are making an effort to 
familiarize him with every detail. 

Essentially, such a collection of 
pictures amounts to a pocket-size 
model home you can carry around 
with you. 

Once you begin to use pictures, 
you'll find yourself thinking of 
new ways to put them to work 
for you. They can be used to speed 
financing arrangements, improve 
appraisal records, put life into 
your advertisements. They can 
even be used to obtain new listings 
Here’s how they do it: 

They pick a residential district 
where the turnover is faster than 
average. They make attractive 
pictures of a number of homes 
there. Then they mail the pictures 


(Please turn to page 42) 
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By ALBIN A. ROMAN 
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Typical three-bedroom house in Del Rey Terrace features a full 


fireplace, attached garage, steel sash, and hardwood floors. Built 
on a concrete foundation, floor area is about 1080 squat feet 


Site Unseen 


A California project of homes, strategically locat- 
ed, sold prospects 3,000 miles away. 
But it took dramatic, confidence-winning 


selling to do the job 
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\ OST REAL ESTATE salesmen would be happy 
to close one sale daily. But when the navy de 
cided to move its post graduate school from Annapolis 
to Monterey. California, an astute Monterey real 
estate builder went on a selling spree which netted 
62 sales in three days. And every house was sold site 
unseen 3000 miles away! . 

The builder who snatched up this opportunity for 
mass sales was young John Sayers of Sayers and Son. 
large-scale real estate builders on the Monterey Pe 
ninsula. The homes he sold are part of a 173-unit sub 
division on the outskirts of Monterey. The whopping 
62 signatures were scored during a visit to Annapolis. 
Buyers were officer students and civilian instructors 
at the navy post graduate academy who were to be 
transferred en masse to Monterey. 

Shortly after the transfer was announced officially. 
an advance party from Annapolis visited Monterey to 
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look over the housing picture 
Savers buttonholed the dele 
vation and steered it to th 
Del Rey Terrace tract. where 
construction was just start 
ing 

The advance party Was 
impressed that several of its 
members bought homes fo 
themselves. After the scout 
returned to Annapolis with 
their report. numerous in 
quiries flowed in to Sayer: 
and Son. Several sales were 
actually closed by wire and 
mail. Finally. a group of 
prospective transferees sent 
for a representative ol the 
Monterey firm to discuss Del 
Rav Terrace homes in mort 
detail 

Young Savers immediately flew to Annapolis. For 
an hour he addressed a mass meeting of the post 
graduate personnel, His sales talk was light on the 
Del Rey Terrace homes but heavy on the scenic and 
climatic attractions of the Monterey Peninsula and 
its bright future. He then invited those interested to 
see him personally about purchasing homes 

licniactianals deluged with buyers. Savers schedul 
ed 15-minute sales conferences from seven in the 
morning until midnight. At the end of the three-day 
spree his briefcase bulged with 44 signed documents 


for Savers-designed houses and 18 contracts for 
homes built according to the owner's plans. He sold 
almost $750.000 worth of property 

The purchasers were inspired by the nearness o! 
the tract to the new navy school only five minutes 


driving time away. The subdivision commands a viev 
of the sea on one side and wooded hills on the other 
Its views were created by slicing the tract into a 
series of parallel terraces from a steep hillside. And 
it was the only large subdivision available on the 
Monterey Peninsula 

Del Rey prices range from $10.750 for two-bed 
room houses to $13.500 for the larger three-bedroom 
units. In addition to the house. the price includes a 
75 x 90-foot lot. concrete walks and driveways to the 
attached garages. septic tank systems. and all utilities 

Frame constructed. the basementless houses have 
exteriors of stucco or redwood siding and feature 
quality materials and equipment. Roofs are two- and 
three gable types with Celotex asphalt shingles or 
composition roofing. Slab construction is used on 
level sites. On sloping lots, conventional foundations 
are used. 

Bruce hardwood strip is used over wood subfloors 
and parquet blocks over concrete subfloors. Colored 
Briggs and Kohler plumbing fixtures and Armstrong 
plastic wall tile around the tub are featured in ihe 
bathrooms. Interior walls are Johns-Manville dry 
gypsum board. Heating systems consist of Coleman 
gas-fired dual-wall units with Minneapolis-Honey 
well or General Controls thermostats optional. Night 
and Day automatic hot water heaters are furnished 
The homes also feature Pittsburgh and Sherwin-Wil 
liams paints. Douglas Fir plywood. Pittsburgh Plat« 
and Libbey-Owens-Ford glass. Finished hardware is 
Weiser 

Floor area is nearly 1000 square feet in the two 
bedroom homes and 1100 square feet in the three 
bedroom homes. Purchases are FHA or VA financed 


i 
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Foresight...... 


prerequisite for sho ppin g centers 


By L. E. Fire ; oe ee ee 


| APID GROWTH of outlying residential areas 

and resulting traffic problems have made ee! 
investments of some shopping centers. But far-sighted 
planning of location, parking and service facilities 
has turned others into profit. 

Two types of community shopping centers are be- 
ing developed today — each with its problems. 

Most common is the neighborhood shopping cen 
ter, which has from 10 to 20 stores, including a large 
food market and drug store. In most cases, the drug 
store should be located at one end of the center and 
the food market at the other. This arrangement will 
induce as much foot traffic as possible in front of the 
intermediate stores and will also help balance the 
parking load. 

The plot of ground on which the center is located 
should have a minimum depth of 300 to 400 feet and 
a width of 500 to 700 feet. 

The building can have several patterns — a simple 
straight line, an L-shape, with the L facing into traffic 
driving from the downtown area. or a U-shape. Other 
variations are possible depending on the acreage. 
topography, and size of the center. 

Ratio of parking area to store area should be at 
least three to one. We've found we can have as many 
as four lanes of traffic at the front and ends of the 
building without pushing the building too far back. 
In the rear we provide dockage for loading and un- 
loading and an employees’ parking area, which is pro- 
vided for through the lease. 

It is desirable to provide strategically-located plant- 
ing areas — it softens the lines of commercial build- 
ings and helps reduce glare from large paved areas. 
At entrances, small planting areas should be held to 
low types of shrubbery and ground covering. 

We transplanted 15 large live oak trees with a 
minimum diameter of 12 inches into the center of 
our parking area and along the rear screen wall in 
Jefferson Village. The trees gave the center a pleas- 
ing neighborhood atmosphere and helped blend it 
into the fine adjacent residential area. 

We do not advocate placing theaters in medium 
sized neighborhood centers, and never should they be 
established unless sufficient and entirely separate 
parking can be provided for their use. 

We suggest that great care be used in the develop- 
ment of the so-called strip center — meaning a 
straight row of shops along a prominent artery with 
no particular business anchor at any point. Certain 
sections of these arteries are hot spots when first de 
veloped then gradually cool as population pushes on 
out. In many cases, these centers literally develop 
into business slums, which. of course, is bad for the 
community as well as the investor. 

Where at all possible the entire center should be 


Scores of shopping centers are mushrooming up 
along the rapidly-growing countryside. Some 
prove profitable, others don’t. What's the differ- 


ence? It’s a combination formula that spells success 


— — — ~ San Antonio, Texas 


on one side of the street. A traffic artery through a 
center decidedly handicaps the possibility of a well 
balanced, properly-controlled center. and is both 
hazardous and inconvenient for the shopper. 

Our lease provides that each lessor automatically 
becomes a member of the Merchants Association. It 
also provides an assessment, on a square foot basis. 
which pays for al! outside lighting, care. and repairs 
of the parking and planting areas, and any other 
item which the Merchants Association might pro 
vide. A limit is set on the amount to which the assess 
ment could be raised. We are operating at present 
on 50% of the maximum 

A comparatively new concept in shopping center 
development is the regional center. It is gaining 
popularity all over the country, with several large 
ones already completed and others now being built 
These centers differ from the neighborhood type 
principally in size and completeness. having an area 
of 40 to 100 acres and parking for 4000 to 5000 cars. 

Present trend is to locate regional centers near 
the edge of the city, being careful that they are ac 
cessible by one or more good traffic arteries. Theory 
is to induce the shopper to drive away from rather 
than toward traffic, which grows heavier near the 
center of the city. 

The regional center attempts to meet every need 
of the shopper. Developers of this type generally 
agree that the best core or anchor for it is a large 
department store — either a branch of a well-estab 
lished downtown store or a large independent. 

One of the best examples of a regional center is 
Northgate in Seattle, Washington. It was developed 
on 65 acres of vacant land at the edge of town, many 
miles from the metropolitan center. The entire site 
is completely developed — ground not actually cov 
ered by buildings provides convenient parking for 
4000 cars. 

Northgate is of the mall type — which means the 
grouping of stores on either side of a pedestrian mall 
The mall is 50 to 75 feet wide, and the walks in front 
of the stores are about 20 feet wide. Beautified with 
grass, shrubbery, and fountains, and well-lighted at 
night, the mall is a safe and attractive pedestrian way 
for shoppers. 

The mall type of store has a double front. The 
parking area completely surrounds the stores, and 
entrance can be made either through attractive ped 
estrian ways leading into the mall. or through rear 
doors entering directly into each store. 

The buildings in Northgate have a total area of 
about 750,000 square feet. The department store is 
the Bon Marche which, I believe. has 260,000 square 
feet. and is a branch of the main department store 
in downtown Seattle. The principal food market has 
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22,000 square feet, and a junior market has 10,000 
square feet. In the regional shopping center, group 
ing of stores in like businesses is encouraged it fa 
cilitates shopping and is a stimulus to maintaining 
the high standards of competitive merchandising. 
Northgate has a large medical building. The 
ground floor is used for various shops. a couple of 


North Shore Mart, seven-acre neighborhood shopping center 
in Great Neck, Long Island, comprises a 700-foot arc-shaped 
store structure facing parking areas which accomodate 600 cars 
The center serves about 800.000 people within a radius of seven 
miles. Radial layout makes all stores equidistant and equally 
visible from the center of the parking area, which has land 
scaped islands to help traffic flow freely and to make parking 
easier, Employee parking and store deliveries are confined to 
the rear of the building where they do not interfere with the 
convenience of shoppers. The building is of steel and concrete 
construction, with stone ashlar and painted brick exterior, A 
six-foot overhang provides shelter and shade for shoppers 
Focal point of the center is a branch of the New York John 
Wanamaker department store, containing about 50,000 square 
feet of floor area on three levels. Pennsylvania Drug Company 
store anchors one end of the center with the Grand Union 
supermarket at the other. Among the other tenants are F. W 
Woolworth, Miles Shoes, and Miller's. Owner-builder of the 
center is Sol G. Atlas of Great Neck 


A neon-lighted pylon marks the Westridge Village neighbor 


hood shopping center in Casper, Wyoming. Serving the entire 
west and south sides of Casper and three new residential addi 
tions, the center has 14 stores and parking space for 400 cars 
A large supermarket occupies the building at right. The second 
building is connected to the supermarket by a sheltered pedes 
trian walk. A drug store flanks the end opposite the super 
market. The parking strip is easily accessible from the front 
or rear, of any of the stores. Entrances are provided on both 
sides of the second building. Goods available to shoppers are 
foods, sporting goods, flowers, hardware, drugs, shoes, dry 
goods, and jewelry. Services include dry cleaning, beauty, and 
barber shop. A bowling alley provides recreation. Lighting is 
automatically controlled by photoelectric cells and individual 
store ciocks, which cuts janitorial costs and assures continuity 
of lighting. Built by Ray Odell Homes Company, the building 
has uniform ceilings and floors throughout to minimize labor 
if any of the plaster walls have to be moved to meet future 
needs. Cost of the project was about $600,000 
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floors are for doctors’ offices. and the remaining two 
floors are for hospital rooms 
A motor tunnel beneath the pedestrian mall is 
wide enough for motor traffic in both directions and 
is accessible from the basements of all buildings. All] 
heavy loading and unloading is handled through this 
] 


medium, which also provides place for utility lines 























Convenience to the shopper is the keynote of this region 
shopping center, located on the Worcester turnpike in Fran 
ingham, Massachusetts. Department, specialty, and variet 
stores draw shoppers to the Middlesex Center from a radius of 
29 minutes’ driving time. Parking space is provided for 5106 
cars. Except during rush seasons, shoppers need only walk 


maximum of 75 feet to reach the center. Once inside, shopper 
may visit any store in the center and be protected trom. the 
weather at all times 

To make the building more compact, stores are located o1 
two levels. A children’s nursery is operated by the cent 
Restaurants and a moving picture theater seating 1500 provide 
recreation. Benches are placed in a spacious mall in the middl 


of the center for shoppers’ relaxation in good weather. Key 


department store is the Jordan Marsh Company, which occupi¢ 
150,000 of the center's 500,000 square feet of floor area. Its 
four selling levels are located in the dome at the left. Built by 
Suburban Centers Trust of Boston. the 70-acre center cost 
more than $5 million to build 
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One of four different exteriors offered in 


has the carport and storage room flanking the end of the house. 
Landscaping includes large, trellised brick flower-box and ever 
green trees. Selling price of this three-bedroom home is $9990 


TEARLY 1800 acres of farm 
land in Bucks County, Penn- 
sylvania, are being bulldozed into 
building sites by Levitt and Sons 
for a 16,000-unit garden-type com 
munity. The New York builders 
will carry over many cost-cutting 
methods and construction features 
from their 17,447-home develop 
ment on Long Island, just com 
pleted this season. 

The site is located between U. S. 
Steel’s new Fairless works in Mor 
risville and Kaiser Metal Products’ 
Fleetwing Plant. Both plants are 
currently bringing thousands of 
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the nhe Ww es .... builders’ idea town 


the new Levittown Three-way brick fireplace with a continuing wall dominates the 
living room. Built-in bookcases above mantel separate this area 
from kitchen, but space above allows passage of air and light 


Window-walls in living room and dining area are of Thermopane 


The new Levittown abounds with ideas for builders who want to 


cut costs to the limit yet provide quality homes at a popular price 


new workers into the critical de 
fense area. Levitt and Sons hope 
to meet this market with a mini- 
mum building rate of 150 houses 
per week in the Spring. Mean 
while, streets, sewer and water 
systems, shops and material depots 
are being built. Also being planned 
for the community are shopping 
centers, swimming pools, parks, 
playgrounds, and church sites. 
Key housing unit will be a three- 
bedroom ranch-type home with a 
floor area of 1000 square feet. Sell- 
ing price is $9990 on a 70 x 100- 
foot lot, including an attached car- 
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port and 70-square foot storage 
room. The firm will also build 
smaller, two-bedroom houses in a 
lower price range as well as larger, 
more expensive homes. 

The Levitt package contains 
many extras made possible by cost- 
cutting building methods and de 
sign factors. Fully equipped ele 
tric kitchen including an automa- 
tic washer, a three-way brick fire- 
place, Thermopane picture win 
dows, radiant heating are some of 
these extras. Oil-fired boiler units 
for the first 5000 houses are being 
manufactured by York-Shipley, 


aL Estate AND BuILpING JOURNATI 














ae lho 














werd 


bd weal! ae nl NO A CS 


_— 





Inc. ‘labletop style for kitchen in- 
stallation, the boiler units are 
housed in a white casing with 
stainless steel top and splashboard. 

Although Levitt lowers costs by 
using the same basic floor plan, 
he avoids a “peas-in-pod” look by 
offering four different exteriors. 
Pivoting the floor plan and chang- 
ing the relative position of carport 
and house further relieve the 
“curse” of monotony. Low main- 
tenance costs on the exteriors are 
expected by use of a rot and 
weather-proof asbestos composition 
siding that never needs painting. 

Several features in the Levitt 
house permit economic and flexible 
use of space. A novel wall parti 
tion can be moved to convert a 
third bedroom into an extension 
of the living area. High windows 
in the bedroom allow full use of 
wall space and give privacy from 
the street. Swinging closet doors, 
space-killers in any house. are re- 
placed by floor-to-ceiling basswood 
screens which slide on a metal 
track. Basswood screens also sepa 
rate the dining area from the kit 
chen and offer privacy from the 
street. 

Five closets and an outside stor 
age room accessible from the car 
port provide storage space. Plumb 
ing for an additional powder room 
or half-bath is roughed in for eco 
nomical conversion by the owner. 
Swinging medicine cabinet doors. 
which bump many a head. are re- 
placed by sliding mirror-doors 
over a large wall unit. 

U. S. Plywood is used in place 
of lumber for roof sheathing be- 
cause of structural strength and 
weather protection. A new ad- 
hesive made of animal blood and 
resin was developed for the ply- 
wood sheathing. Because the new 
adhesive is said to be mold-resis- 
tant and extremely durable, ply- 
wood fabricated with it can be 
stored in the open for a consider- 
able time before use. 

Redwood Novoply, developed by 
Levitt and manufactured by U. S. 
Plywood, is used for the three 
sectional, movable wall partitions. 
Novoply is a three-ply laminate 
made from tiny wood chips and 
flakes, resulting in a unique varie- 
gated finish. 

Other features of the house in- 
clude a powerful exhaust fan in 
the kitchen, recessed ceiling lights. 
aluminum-framed sliding windows 
that can be easily removed for 
washing in the sink, easy-to-main- 
tain asphalt tile floors, and large. 
brick flower-boxes in the yard. 


gauge for real estate demand .. 
c c 


trends in population 


ry HE bigger states are getting 

bigger; the smaller ones small] 
er. Cities in warm climates are 
growing fastest. Suburbs have in 
creased 35% in population in the 
past decade and no let-up is in 
sight. Expect a boost of 35 million 
to our 155-million population in 
the next 10 years. Birth rate is at 
an all-time high. Families seem to 
he getting larger. 

These are the trends in popula 
tion . . . keys to future volume 
and location of demand for real 
estate. 

Doubled-up families are fewer. 
In 1940, about 6.89 of the mar 
ried couples were doubled-up. It 
rose to 8.6%, after the war. Today 
its 4.9%. but there are still 114 
million couples living in the same 
houses... a good market. 


Crystal gazers predict another 
big building boom in eight or nine 
years because of high birth rate 
for past decade. Births hit fou: 
million mark last vear. about 24.5 
babies per 1000 population. Pre 
war rate was 18 

Towns above 2500 have 64 
of the people, but central sections 
of cities have risen only 13° 


against a 35 increase for sub 
urbs. 

The table below shows the 
changes in population by states 
Decrease is indicated by a 
minus sign. 

Fastest growing cities are Albu 
querque, up 110% in the past 
decade; Miami, 83%; Corpus 
Christie, 78°; Phoenix. 77%: 
Baton Rouge, 77% : Orlando. 63° 


(Please turn to page 42 


Total Vatural Net 

State Increase Increase Vigration 
Alabama 228,782 396.000 67.000 
Arizona 250,326 112,000 138.000 
Arkansas 39,876 394,000 $34,000 
California 3.678.836 1.019.000 2.659.000 
Colorado 201.793 160,000 41.000 
Connecticut 298,038 187,000 111,000 
Delaware 51,580 31.000 21.000 
District of Columbia 139,087 100,000 40.009 
Florida 873,891 313.000 561.0 
Georgia 320.855 643,000 323.000 
Idaho 63.764 91,000 27.000 
Illinois 814.935 734,000 80.000 
Indiana 506 428 414.000 92.000 
Iowa 82.805 284.000 202.000 
Kansas 104,271 196.000 91.000 
Kentucky 99.179 +7 2.000 373.000 
Louisiana 519.636 +74.000 155.000 
Maine 66.548 93.000 27.000 
Maryland 521.757 250.000 272.000 
Massachusetts 373.793 355.000 20,000 
Michigan 1.115.660 778.000 337.000 
Minnesota 190,183 361.000 171.000 
Mississippi +882 $50,000 +55.000 
Missouri 169.989 377.000 207.000 
Montana 31.568 72.000 40,000 
Nebraska 9.676 146.000 136.000 
Nevada ; $9,836 16.000 4.000 
New Hampshire 41.718 $3,000 1,000 
New Jersey 675.164 378.000 298.000 
New Mexico 149,369 138.000 11.000 
New York 1.351.050 1.083.000 268.000 
North Carolina £90,306 781.000 290.000 
North Daketa 22,299 98,000 121,000 
Ohio 1.039.015 808,000 231.000 
Oklahoma 103.083 543.000 +46.000 
Oregon 431.657 147.000 285,000 
Pennsylvania 397.832 957.000 359.000 
Rhode Island 78.550 69.000 10.000 
South Carolina 217.223 $76,000 259,000 
South Dakota 9,779 89.000 79,000 
Tennessee 375.877 560.000 184.000 
Texas 1.296.370 1.269.000 28.000 
Utah 138,552 131,000 7.000 
Vermont 18.516 $9,000 20.000 
Virginia 640.907 +75.000 165.000 
Washington 642,772 254,000 388.000 
West Virginia 103.578 349.000 245.000 
Wisconsin 296.988 383.000 86,000 
Wyoming 39.787 $1.000 1.000 
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loft management can be profitable 


Management of loft buildings isn’t as complex as apart- 


By Herbert F. FINNEY, Vice President 


Adams & Company Real Estate 
New York City 


DO NOT BELIEVE a person can 

become a successful loft manage- 
ment man unless he has been 
thoroughly grounded in the essen- 
tials of loft and showroom leasing 
and has gained his experience by 
actually making leases with all 
types of loft building tenants. If he 
has not limited his approach on 
each deal merely to the rental and 
the commission involved, but has 
displayed a healthy curiosity to- 
ward the inside of the lease as far 
as additional clauses are con 
cerned, he will soon recognize the 
special features involved in mak- 
ing leases with certain types of 
business. He will soon understand 
why the inclusion of certain re- 
strictive clauses are necessary and 
will not hesitate to explain their 
significance to his prospect. It will 
not only eliminate lawyer wrangl- 
ing at the closing with its attendant 
dangers, but it will also serve to 
establish him in his prospect's 
opinion as a broker who knows his 
business and who can be entrusted 
with larger and more important 
real estate problems. 

The renting broker as well as 
the loft building manager must be 
familiar with the changing eco- 
nomic pattern, the business and 
financial sections of the good news 
papers must be his handbook and 
guide to general business condi- 
tions and trends; and he should 
have a fairly good knowledge of 
various types of businesses and the 
equipment and machinery used in 
the different manufacturing pro- 
cesses, 

I think I can assume that those 
who are interested in loft manage- 
ment know these various require 
ments, know where the tenants 
properly belong; what their pre 
ferences are for various floor levels 
in a building; which tenants are 
considered hazards from an occu- 
pancy viewpoint and which ten 
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ments or commercial properties . . 


. if you know how. But 


it has peculiarities all its own. Here are requisites for 


bypassing stumbling blocks in successful loft management 


ants are welcome and desirable 
assets to a property. 

In discussing loft building man 
agement, there are three general 
categories of buildings to consider 

The ordinary side street loft 
and manufacturing building. 
which may contain 60,000 to 180, 
000 gross sq. ft. of space distributed 
over 10 or 12 stores, with floor 
areas varying from 5,000 sq. ft. 
gross per floor to 15,000, and some- 
times 20,000 sq. ft. per floor. These 
buildings, as previously mentioned. 
cater to a miscellaneous and diver 
sified type of tenancy whose major 
requirements do not call for char 
acter buildings or special locations, 
but where the emphasis is on good. 
clean space in a fireproof, sprin- 
klered building furnishing ade- 
quate passenger and freight serv- 
ice, and which are fairly well 
maintained. Because of volume 
production and low profit margins, 
rental consideration is a prime fac 
tor among this type of tenancy. 

2. The character building lo- 
cated in close proximity or actu- 
ally within an area of concentra- 
tion and catering to a small diver 
sification of tenancy — perhaps 3 
or 4 industries being located under 
the same roof. A typical example 
would be a building catering to 
tenants in the toy, glassware. 
china, crockery and house furni- 
ture fields. Another type of pro- 
perty in this category might con 
tain tenants in the import and ex 
port field, rugs and floor cover- 
ings, linens, bedspreads, draperies, 
men’s accessories. smokers’ arti- 
cles, etc. These buildings may vary 
from the 12-story to the 20-story 
structure and contain from 100 - 
to 200.000 or more sq. ft. of space. 

The newer or more modern 
type of commercial building con- 
taining almost exclusively tenants 
in the same line of industry. The 
price range of articles sold may 
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vary as between tenants, but the 
articles processed or manufactured 
will have appeal to the same buy 
ers through various price ranges. 
In this category are the host of 
buildings in the men’s clothing 
areas, the underwear and lingerie 
zone, the fur zone and the great 
garment district which contains 
some of the last large loft buildings 
erected in New York City. 

In the loft building management 
covering the 2nd and 3rd cate 
gories of buildings, the actual leas 
ing of space to a tenant becomes 
part and parcel of the manage 
ment problem because success- 
ful loft building management does 
not merely depend on economic 
operation and maintenance, but 
rather on the basic principle of 
stabilized income as it is developed 
from proper type occupancy; agent 
and tenant relationship; and the 
development of a character design 
for the building in question. There 
is an old adage, “By their friends 
ve shall know them.” So it is with 
good loft buildings — by their oc 
cupancy you will know them 
by the financial integrity of the 
tenancy, by the quality and char 
acter of the merchandise manufac 
tured, processed or displayed by 
them, by the quality of the man 
agement service rendered, by the 
demand for space in the building 

. . these are the standards by 
which the character of a loft build 
ing is measured. 

To accomplish this purpose, the 
managing agent must take into 
account many factors and very 
often subordinate his own interest 
insofar as leasing commissions are 
concerned in order to obtain the 
best results for the owning in 
terests he represents. The mere a- 
bility to pay rent and fill a vacan 
cy is not the major objective of a 
good managing agent. There are 
factors far transcending this im- 
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mediate objective. Let me illustrate 
the point: 

Just recently in a fine 21-story 
showroom and light manufactur- 
ing building under our manage- 
ment. an excellent tenant wanted 
to sublet its floor for a 5-year term. 
The floor was not desirable in size, 
light and layout. I had offered to 
cancel the tenant’s lease if the 
right type of subtenant was found 
for the floor. The building catered 
to high calibre tenants in the tex 
tile, linens. fabrics, draperies and 
chinaware and artware industries. 
As soon as the floor was advertised 
for rent, we began to receive calls 
from brokers and prospects in all 
lines of business. 

The requests for more informa 
tion came from jobbers looking 
for storage and shipping space, em 
broidery manufacturers, dress and 
lingerie manufacturers, corset and 
brassiere manufacturers requir- 
ing more floor space in addition to 
what they had now. 

The first question we asked 
these brokers and prospects was 
not how much rent they might be 
willing to pay, but “Just exactly 
what is your type of business?” 
Their counter usually was “What 
difference does that make? We are 
financially sound and have been 
in our present location for so many 
years, etc., etc. We like the floor 
and you'll find us to be good ten- 
ants.’ A very fine offer was sub 
mitted by an outside broker on be- 
half of a well-known charitable 
organization. There was certainly 
nothing wrong with this tenant 
financially or in type of occu- 
pancy. One of our ae pleaded 
with me to take his tenant 
an excellent credit organization in 
business 35 years, etc. Neither of 
these tenants would have helped 
the quality and character of the 
building. They were both excellent 
tenants but they were merely rent 
payers. They were of no value to 
the other 19 floor tenants and did 
not add to the character and pres- 
tige of the industries already in the 
property. 

Another broker in our office sug- 
gested dividing the floor and leas- 
ing it to two or three tenants at 
very good rents — the total rental 
of which would be considerably 
more than the rent the present 
tenant was paying. 

Again, this would merely have 
meant more rent. In addition. it 
also would have meant more pres 
sure on the passenger and freight 
elevators and increased porter 
service costs which would be re 
quired for the public corridor 
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which would have to be created 
on the floor. An outside broker 
made the deal in preference to ow 
own broker and we paid a $1500 
commission to the br« on for bring- 
ing us a fine concern in the dra 
pery and curtain industry. 

We had strengthened the build 
ing from a stable income and 
character angle in that we had 
improved, or rather “cemented” 
the present occupancy and added 
sn desirable name to the ten 
ant roster thus creating future de 
mand for space in the building by 
similar aa competitive concerns 

Another question you might 
ask, “If this were the ordinary 
type of loft building, would you 
take a printer or embroidery con 
cern who might be willing to pay 
more rent than the charitable or 
ganization or credit concern?” 
Subject to the owner's over-all pol 
icy. the location of the property. 
its future prospects for improve 
ments in quality occupancy, et 
I'd take the higher rental tenant 
provided he complied with the re 
quirements I laid down in his lease 
for proper installation of machin 
ery and location of the equipment. 
After all. we must not lose sight of 
the fact that loft buildings are 
managed and operated to produce 
maximum income consistent with 
the charater and quality of the 
structure and its future possibili 
tes. 


WNERS OF LOFT buildings 

place a great deal of respon 
sibility in their managing agents 
In the great number of cases. vou 
will find that commercial struc 
tures are owned by individuals or 
two or three man partnerships o1 
corporations who have invested 
their business earnings in loft 
buildings as an outside source of 
income. They spend all of their 
time watching their own business 
es and expect the same economies 
and long-range practices to be a 
dopted by the loft manager in the 
handling of their outside invest 
ments. They very rarely inspect 
their property but are content to 
leave its maintenance operation 
and income responsibilities to their 
agent if they have confidence in 
him. They do not know the 
changes in rental market condi 
tions. They do not know the haz 
ardous nature of one business a 
gainst another. They do not know 
whether a renewal or new lease 
should be made for one year. two 
years. three years. or ten years 
They leave those problems to the 
agent. When it is borne in mind 
that the investment in a property 


January, 1952 


represents earnings accumulated 
over a long period of years and 
verv often $150.000-S300.000 cash 
invested in a building represents a 
lifetime of blood and sweat to the 
owner, the responsibility resting 
on the shoulders of the managing 
agent is great and exacting 

Poor management. unwise le: 
ing. slipshod tenant and landlord 
relationships can depreciate this 
investment rapidly; good sensible 
management with a thorough 
knowledge of all the factors in 
volved in the operation of a pro 
perty can stabilize the income 

In this connection. I cannot 
stress too forcibly the need for 
courage and upright honesty on 
the part of the managing agent in 
insisting that his owner main 
tain his building first-class con 
lition at all times. He should not 
allow the property to be “milked.” 
The owner who does that will 
eventually blame his agent when 
his tenancy deteriorates or sudden 
large emergency repairs become 
necessary. A leaky roof does not 
seal itself off if it is neglected. A 
burst riser tells the story of cor 
rosion in the case of the older type 
of building and the need for more 
than an emergency repair. The 
lobbv should not be allowed to be 
come unsightly or show the wrin 
kles of old age and neglect. The 
elevator machinery and cabs 
should be examined closely for 
signs of wear and tear. Fire towers 
exterior fire escapes. stair treads 
should be maintained in tip-top 
condition and all passageways on 
exit stairway walls and publi 
spaces should be kept clean and 
painted. 

When the time arises for re 
placement of parts or installation 
of new equipment. the agent must 
be prepared to advise his owner of 
the necessity for these costly in 
stallations. He should come armed 
with facts and estimates in orde: 
to convince the owner of the long 
term advantages gained by these 
capital improvements. 

The good managing agent should 
advise his owner regarding proper 

d adequate insurance coverag 
so that no loss is sustained because 
of insufficient coverage. He should 
recommend additional insuranc: 
as the rental income increases and 
the property becomes more valu 
able and reproduction costs con 
tinue to rise. The sensible ownei 
will react favorably to all thes¢ 
suggestions and depend on his 
managing agent to use his know 
ledge and experience to protect 
his investment 








/YVHOUT fear of contradic- 
tion it can be asserted that 
leaky walls have cost more money 
to remedy than any other single 
repair item in the maintenance ot 
a housing development. There 
have been developments at which 
leaks appeared in the second or 
third year after erection which 
have never been exactly located, 
some of which have necessitated 
waterproofing the entire side of a 
building. Leaks which occur at 
one point may show stain or damp- 
ness at another several feet, even 
yards away. This is especially true 
of those at windows. 
There are a variety of methods 
for sealing leaks, several of which 
have been developed during recent 





should be a check of the work as it 
progresses to see that none of the 
following are neglected: 

All dirt, cement, glaze and for- 
eign substance must first be re- 
moved from the surface to be 
treated, which must be rendered 
dry either by drainage, evapora- 
tion or artificial heat. 

Any met! surfaces encountered 
must be « aned of rust. 

Memb .:.eous sheets must be ap 
plied continuously over the whole 
surface treated, footings included 
if for walls. Covering must be pro- 
tected from injury until weil 
hardened. 

Weak, defective or disintegrat 
ing mortar must be raked out ol 
all joints. 








Managing your housing dev elopment . . . 


WATERPROOFING 


By E. E. BuRKHARD — Vice President — Edmund B. Brooks & Company 

















years, but all generally fall into 
two categories, the membraneous 
form and cement plastering. The 
former is an elastic, Continuous 
sheet of membrane completely cov- 
ering the wall and is used under 
excessive water pressure condi 
tions. For this type of work it is 
best to employ a contractor. The 
alternative is the application ot 
cement and sand mortar, in which 
an approved waterproofing com 
pound has been mixed. Mixtures 
should be inserted with pressure, 
struck up and tooled at all joints. 

Leaks around windows in brick 
construction are rarely found at 
the top as the frames are set back 
under the brickwork. To locate, 
remove the molding, then caulk 
all cracks with oakum over which 
apply an approved compound ot 
a good Portland Cement mixture 
us which an approved compound 
has been mixed. 

Where work is let out to a con 
tractor receiving payment at com 
pletion of the job a hose should 
be played upon the affected parts. 
Although at that time no damp 
ness may show up the leak may 
reopen later, therelore there 
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Condensation 

Many mysterious defects appear 
in housing developments, the rem 
edies for which are finally located 
after expensive trial and error, o1 
elimination processes. One that 
sometimes baffles experienced 
managers, maintenance and con- 
struction men is the appearance ol 
moisture on walls, and sometimes 
even on ceilings. It is known thai 
to cope with the problem roof 
flashings have been replaced, ex- 
terior walls tuckpointed and con- 
cealed piping removed from walls. 
The Long Island Home Builders’ 
Institute in its booklet on care of 
the home remarks that “Possibly 
the greatest disturbing phenome 
non that occurs in a new house ts 
condensation,” and this is no ex 
aggeration. 

Condensation shows up early in 
the life of a development becaust 
gallons and gallons of water are 
used in the materials of which th¢ 
house is constructed. It is mixed 
into concrete, cement, plaster, in 
tile work and even in paint. In 
some way and at some time this 
must evaporate. Generally it does 
so gradually and without causing 
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trouble. However, because of cli- 
matic conditions or improper ven 
tilation, at other times it becomes 
serious. Because it happens in the 
winter, tenants become panicky 
when, day after day, water comes 
out of the walls of their apart 
ments or houses. 

First, explain to the tenant that 
condensation occurs when warm 
moist air co to contact with 
a cold surfe © inquire whethes 
(?) open windows to ventilate, es 
pecially whiie washing, cooking o1 
bathing. Show how the proper way 
to ventilate a room is to open the 
window both at the bottom and 
top to set the air in circulation 
Do not increase the heating tem 
perature with the idea that this 
method will accelerate the drying 
out process. Quite the contrary. 

If this campaign does not rem« 
dy the condition, then begin the 
search for water seepage which 
mav be carried into the walls by 
capillary attraction. 

Do pools of water lie up against 
the foundation after a rain storm 
or from melting snow? Does wate 
drain toward instead of away from 
the foundations? Is roof drainags 
adequate? Does the roof pitch per 
mit water to drain down the ex 
terior walls? Has water collected 
in the basement? Are the windows 
all watertight? 

The trouble being located, it is 
then comparatively simple and 
usually inexpensive to eliminate. 


Weatherstripping 

Open cracks around windows 
and doors not only cause discom 
fort to tenants but increase the 
consumption of expensive fuel. 
General maintenance men usually 
can accomplish ordinary weather 
stripping jobs. There are several 
kinds of weatherstripping — the 
rigid and flexible. The former con- 
sist of wood or metal strips with 
rubber or felt edges. The latter are 
made of manufactured textile ma 
terial, or ordinary felt. For perma- 
nent results the metal strip is best 
and if a large number of items are 
to be done the job should be left 
to a contractor, although there are 
some standard brands which come 
with complete and specific instruc- 
tions, which, if followed, simplify 
the job. Sash should be rabbetted 
to receive weatherstrips properly. 
Tongue stripping is satisfactory on 
the hinge side of doors. 

Even unskilled labor is expen 
sive in these times, nevertheless it 
will pay to remove all window and 
door screens during the Fall and 
stow them away in a dry place. 
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Little Things That 


When space is at a premium, here’s a room that serves two func- 
tions. The cabinet opens and down comes an in-the-wall bed. 
Shelves are backed by ground glass to form a light-reflecting panel 











This built-in dressing table is only 12 inches wide 
but it catches the eve of women and it fills an other 
wise useless space. Two lowest shelves are for shoes 
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‘Tax facts 


TAX FACTS TAX FACTS TAX FACTS TAX FACTS TAX FACTS TAX FACTS TAX FACTS TAX FACTS TAX FACTS 


BY BERT 7 


SOCIAL SECURITY NOW 
COVERS SELF-EMPLOYED per- 
sons, such as people who run their 
own businesses (real estate brokers 
home builders, insurance agencies ) 
or who get income from business 
partnerships. The emphasis is on 
business, and most professional 
people are exempt, such as law- 
vers, doctors, dentists, CPA’s, ar- 
chitects, funeral directors, optome 
trists, veterinarians, professional 
engineers, and some others. 

The first year was 1951. If you 
had at least $400 in self-employed 
earnings you are taxable at 244%, 
up to the first $3,600. Your maxi- 
mum tax, then is $81. 

Suppose you don’t care to be 
covered? If you are in, you're in. 

With your normal income tax 
form for 1951 (form 1040) you 
will get a separate “schedule C” 
for recording income from your 
business or profession and at the 
bottom of that schedule is a sepa- 
rate form for computing your self- 
employment tax. The return, of 
course, is due by not later than 
March 15, 1952. 

Income from farming is exempt. 
Also, if your income is from in- 
terest and dividends, or rents, an- 
nuities, pensions or capital gains, 
it is mot covered by the self-em- 
ployment tax. 

Is it possible that a taxpayer 
would have one type of income 
that is taxable and another that is 
not? Yes, that is entirely feasible. 
You could be a partner in a pro- 
fessional engineering firm, for in- 
stance, income from which would 
not come under the 214% tax, and 
also operate a contracting business 
the income from which would be 
taxable. 

Partnership earnings come un- 
der the new tax if the partnership 
is engaged in trade or business, and 
the measure for the individual is 
the distributive share of partner- 


ship ordinary net income, whether | 


or not distributed. In other words, 
you don’t pay on your drawings 
from the partnership, but on your 
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share of the net earnings, and if 
you drew nothing and left your 
earnings in the business - well. 
that’s just too bad; you pay any- 
way. 

If you hold elected or appointed 
public office (mayor, judge, sheriff, 
county clerk, justice of the peace, 
registrar of deeds, etc.) your in- 
come from such office is exempt. 

Assume that you are also an em- 
ployee, full or part time, subject 
to the 144% withholding, with 
self-employed income on the side. 
In such case, if $54 was withheld 
for 1951 (114% of $3,600) you 
have already paid on the full tax- 
able earnings and you report no 
self-employed income. But if less 
was withheld, you must add 
enough self-employed income to 
bring the taxable total up to $3,600 
and on such part you pay, not 
114%, but 214%. 

It is not likely but it is theore- 
tically possible that a taxpayer 
might have less than $600 in gross 
income, and would not be adines 
to income tax, but would have 
more than $400 and would thus 
be subject to the 214% self-em- 
ployment tax. In such case return 
must be filed on form 1040. If self- 
employed income is under $400 
(say $398) for the year you simply 
forget about it. 

Rentals being exempt might re- 
quire a bit of clarification. Straight 
“rentals from real estate” are ex- 
empt. But not so where other in- 
cidental services are rendered 
(such as maid service) in hotels, 
motels, rooming houses, tourist 
cabins and parking lots. The 
Treasury holds that such rentals 
are not for the real estate per se, 
but largely for the incidental 
services, and they are not exempt 
from the self-employment tax. Al- 
so, any rents by a dealer in real 
estate are taxable. 

That brings up the old question: 
when is a She a re and 
when is he a non-dealer? General- 
ly speaking, a person who regular- 
ly sells real estate to customers, 
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with the intention of making a 
profit, is a dealer; if the real estate 
is held for speculation or invest 
ment (whether or not rents are 
derived) he is an investor, not a 
dealer. 

Can a taxpayer be in both cate 
gories? Yes, it often happens that 
a taxpayer will hold some real 
estate as business property, other 
as investment property. (They 
should, of course, be appropriately 
segregated and identifiable in the 
accounts). In such case only net 
rental income from the business 
property would be subject to the 
elf-employment tax. 

Husbands and wives now often 
file joint returns to get the benefit 
of income-splitting, for income tax 
purposes. If both are self-employed 
do they calculate the 214% tax 
on their combined self-employ- 
ment income? The answer is ‘no’. 
Each one accounts for his and her 
self-employed income and each 
should fill out schedule C, so that 
two of those schedules would be 
attached with a joint return. There 
is no income-splitting here; only 
as to the income tax itself. 

Assume that husband and wife 
are bona fide partners in a real 
estate brokerage firm, splitting pro 
fits 70-30, for income tax purposes. 
How would they treat the income 
for purposes of the self-employ 
ment tax? They should split it the 
same way, each accounting for the 
respective share separately, as in 
dicated above. 

If a dealer in real property uses 
the installment method of report- 
ing profits from sales he should use 
the same method to find his earn 
ings from self-employment. 

It occasionally happens that a 
taxpayer will be a member of a 
partnership which operates on a 
fiscal year basis; say that its tax 
year ends March 31. What does 
he do, individually, as to his 
share of the partnerships earnings. 
for purposes of self-employment 
tax? He picks up his share for the 
tax year that ended March 31. 
1951, for the partnership; or at 
any other date within 1951. 

What difference does it make if 
a partner is inactive, does not real- 
ly work in the partnership? It 
makes no difference; he is account- 
able for his distributive share, 
whether or not he sweated for it. 

For income tax purposes a busi 
ness net operating loss can be car 
ried over to offset income of a sub- 
sequent year. This does not hold 
true for purposes of the self-em 
ployment tax; no carry back or 
carry over is allowed. 
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Attractive design keynotes row apartments in enlisted men’s village 








at Naval Experimental Station in Annapolis. Maryland 


Framing, partitions, stairs were prefabricated. Monthly rentals range from $53 for one-bedroom unit to $98.50 for three-bedroon 


A Look at Military Housing 


By Lizut. Tep L. TAYLOR 
USNR, Pentagon, Washington, D. C. 


YTRANGELY enough. one of 
KJ the weakest spots in the 1951's 
mobilization for defense was not 
lack of arms and ammunition or 
fighting men. It was a civilian re 
quirement — shelter 

Service commanders have long 
known that inadequate housing is 
just as dangerous as wet gunpow 
der to a military effort. Morale 
factors count heavily . military 
personnel at domestic bases cannot 
absorb full training if they fret 
about family housing. 

While 1951 saw some ground 
gained in the military housing pi« 
ture, the year ended with a rapid 
military expansion against a slow 
er advancing housing program. 

During the year. a total of 119 
areas were declared as critical for 
military and defense housing in 
) states. Forty-three areas re 
ceived relief in credit restrictions: 
one area was given rent controls 
alone, and 75 received both treat 
ments. While the majority of these 
areas were in heavily populated 
sections near concentrated private 
and defense industrial plants, a 
surprising number were in com- 
paratively non-industrial and less- 
populated spots. 

Two things occurred in 1951 to 
brighten the military housing job. 
One was the passage of provisions 
allowing outright grants to help 
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What's happened to military housing? It hasn’t reached the build- 


ing pace set by planners but, despite handicaps, good housing is be- 


ing provided under the Wherry Act. Can more sponsors be attracted ? 


Title VIII builders meet increased 
cost of land, installation of public 
utilities, and site preparation. The 
new provisions, contained in Pub 
lic Law 155 signed last September. 
increased maximum spending of! 
up to $1500 per rental unit for 
site acquisition and preparation 

The other favorable move was 
the establishment of the Armed 
Forces Housing Agency. succeed 
ing the earlier Defense Housing 
Commission. Thomas P. Coogan. 
past president of the National As 
sociation of Home Builders and 
president of Housing Securities. 
Inc.. was appointed to guide the 
agency as Assistant to the Secre 
tary of Defense. Coogan. a pioneer 
in the field of site-fabrication of 
homes, will act as director of the 
agency which officially came into 
existence on December 12. 

A Family Housing Council, with 
representatives from each service 
branch. will work under the agen 
cy. It will be responsible for the 
provision and administration ol 
service family housing. This job 
will include preparation of pro 
grams, establishment of cost stand 
ards, and construction design. 

Obviously, it was Title VIII of the 
National Housing Act that began 
to make the first real fight against 
military housing conditions in 
1951. Of the nearly 72.000 rental 
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units that have been planned 
under the Wherry Act since 1949, 
30.000 were completed or in ad 
vanced stages by the end of 1951 
FHA wants to speed up the pr 
gram because theoretically it is in 
charge 

The Wherry Act. designed to 
get permanent military 
for officers and the three highest 
grades of enlisted men, is pattern 
ed after FHA’s regular housing 
program. Four percent mortgages 
are FHA-insured over a 40-year 
term at 90% of construction costs 


housing 


or $8100 per unit. The sponsor 
selected by competitive bidding. 
makes an equity investment of 
10%. which can include construc 
tion profit. Design and construc 
tion must meet FHA standards 

Rents for Wherry Act housing 
are set by FHA and the military 
in line with military pay scales 
Rents include a gross of 614% of 
construction cost for the sponsor 
about 11% 
vestment 

At the time the Wherry bill 
was signed. the military estimated 
that about 250.000 service families 
were inadequately housed. Now, 
with the defense speed-iip. these 
figures are naturally 
Conservative 


)« 


‘ 


net on the equity in 


expanded 
guesses place the 
need at over 325.000 rental units 


While this program. supported 


by a curtailed building program o! 
a purely private nature, has made 
inroads, defense authorities look 
to 1952 and 1953 for a chance to 
alleviate the condition. In the in 
terim, various schemes like the 
Lake Charles plan, quonsets, trail- 
er camps, and renovation of World 
War II temporary structures are 
helping. 

Handicaps in forging ahead 
with the Title VIII program have 
been local taxation in its affect on 
rents and the mortgage limit of 
$8100 per unit. ($9000 in some 
cases.) Another barrier is the reti- 
cence of the builder to undertake a 
project when he cannot be guaran 
teed that the base or establishment 
will not be inactivated following 
a return to the “peace” standard 
of military strength. Then. too, 
costs are higher for projects built 
in out-of-the-way places. 

However, Wherry housing has 
several advantages for sponsors. 
too. The military leases the land 
on a long-term basis for token pay 
ments so site costs are low. And 
the government makes an outright 
grant up to $1500 per unit for site 
development. Utilities are inex 
pensively provided by the military 
post and appraisals are sometimes 
high enough to cover all the spon 
sors expenses. 


To date, the majority of the 
Wherry units have been multiple 
unit, garden-type apartments. 
More Ruieitonel and less costly 
per unit than single family dwell- 
ings, the new structures are prov- 
ing their livability and adaptabil- 
ity. Once again, private industry 
and private capital have led the 
way. 

The army, navy, and air force 
are moving ahead with architect- 
ural and engineering fer projects 
scheduled in 1952 and 1953. 
Many of the projects are past ap- 
proval stage and going into ground 
breaking. The Spring should see 
activity at about 125 military bas 
es throughout the country. 

The army has 12 projects, total 
ing 4077 units, with an FHA com 
mitment to insure. A total of 35 
projects, involving 6501 units, are 
in various stages of design and de- 
velopment. Of these, 13 have spon- 
sors, 12 of whom are certified. It 
is estimated that at least 35 army 
projects will get underway in 
1952. 

The air force says that about 
21.000 units will be started this 
year at more than 30 bases. 
Wright-Patterson Air Force base 
at Dayton, Ohio, will probably be 
the largest single project with 
around 2000 units scheduled. 


The navy has selected sponsors 
and awaits the go-ahead during 
1952 on 1926 units in projects at 
10 navy stations. A total of 43 
navy projects, involving 12,337 
units, are in the architect and engi 
neering phase. The major portion 
of these will begin construction 
late this year or early in 1953. 

While every effort is being made 
to provide military housing under 
Title VIII, a small portion, per 
haps 5%, will be financed and 
built entirely with government 
funds. One such project, a contract 
at the Naval Ordnance Test Sta 
tion, China Lake, U nyokern, Cal 
ifornia, was fulfilled in 1951 when 
210 family units were built at a 
cost of about $2,731,000. 

Defense authorities do not ex 
pect any miracles this year or 
next. Fighting off material short- 
ages with one hand and surveying 
labor costs plus hikes in cost of 
living with the other, they hope to 
interest enough private capital to 
turn the tide. Unless all-out war 
is waged, near-adequate military 
housing may be realized by the 
end of 1953. 


Journal editors will present @ 
complete coverage of the NAHB 
convention in the February issue. 
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For Business Opportunities — Motels 
COLUMBUS, OHIO 
Willard Piper, Inc. 
Il FE. Gay St. Adams 1588 


REALTORS METAL SIGNS — Write oe Free 
— le. Illustrated Literature and Pri ~~ 

NCELOT STUDIOS, 246 Third Ave.. Pitts- 
bam oe Pa. 


MR. REALTOR!!! 


CYCLOTAX 


WILL SPEED UP 
YOUR INCOME TAX 3 | 
RETURN BUSINESS & TO 


Realtors who assist in filing Federal Income Tax 
returns for clients will find CYCLOTAX a real 
time saver 


Invented by a CPA, CYCLOTAX automatically 
Precomputes the Federal Tax from the taxable 
income in seconds—accurately! 

Send $1.95 TODAY for this amazing device 
and if not satisfied return in S days for 
complete refund. 

EXTRA! Realtors in New York, California, 
Wisconsin, lowa and Minnesota . . specify your 
state when ordering . a handy State . to table 
will be included FREE! 


GRAPHIC CALCULATOR COMPANY 


633 PLYMOUTH CT., CHICAGO, ILL. 
DEPT. 103 
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METAL SIGNS, 14 x 20, Lots $.44 each. 
Realtors Sign Service, Box 1022, Greenville, S.C 


__Training ror— 


FUTURE REAL ESTATE 


Brokers, Appraisers, Managers 


Investigate our Home Study and Residential 
courses in Real Estate. Includes all phases 
of the business. G. I. Approved. On-The- 
Job Trainees can take either course. 


FREE CATALOG Established 1936 


WEAVER SCHOOL OF REAL ESTATE 
Svite 300 Lew Bldg. Kansas City, Mo. 

















FOR EVERY PURPOSE-— 
REAL ESTATE, BUSINESS, ETC. 
MADE OF 30-GAUGE METAL 
SIZE 14x20 IN. LARGE 
SIZE ALSO AVAILABLE. 

7 70 10 DAY DELIVERY 


IE SIGN THE NATION” 


CTIVE DISPLAY ADV. 


1702 W. 19th ST., CHICAGO 8, ILL 


INCOME TAX PROVER BOOK (INDIVIDUAI 
RETURNS ONLY) proves figures instantly, save 
time, satisfaction guaranteed $2.5/ Forman 
86-09 Eton St., Jamaica 3, New York 


Specialized Book Service for Realtors and Build 
ers. “Contracts Simplified’? $3.00. Write us for 
5 day Cy ee al Limited Offer ALPCO Pub 
Co., 1025 Broad St., Newark 2, N.J 


FOR SALE SIGNS individually designed, prices 
and sample on request. No obligation. TIP TOP 
SIGNS. 805 Clark Road, Lansing 15, Michigan 


NATIONAL HOME 
SHOWS !Nc: 


America’s Outstanding 


Trade Exposition Organization 


PRODUCING HOME SHOWS, ATTENDED BY 


IONS, IN FIFTY LEADING CITIES 
Show Managers, Space 
men, Exhibitors, Write 


Grover oe Godfrey Pres 
Home Builders Auditorium 


2109 Live Oak St 
Dallas, Texas 
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The Differencein Housin g 


OUSING practices in a neighboring area may 

differ greatly from those in your area. For ex 
ample, Chicago and Detroit are less than 300 miles 
apart, but their housing practices are as different as 
night and day. 

The average Detroit family planning to buy a new 
home will need from $2000 to $4000 less cash for 
downpayment than the average Chicago family, if 
the trends during the fall of 1949 and winter of 1950 
51 are any measure. Also the home will cost from 
$3000 to $4000 less. the mortgage will be from $500 
to $1000 lower, and monthly payments $10-$15 less 

These facts were revealed in a study by the Bu 
reau of Labor Statistics for the last half of 1949. last 
quarter of 1950, and the first quarter of 1951, and 
presented by the Federal Reserve Bank of Chicago 


Price and down payment difference 


CHic co Derror 
Down Down 
Price Payment Price Payment 
1949 $12.900 S$+.000 S 9.500 $1.60 
1950 14.400 +800 10.600 1.600 
1951 14.600 +.850° 11.100 1650° 


° Estimated 


During these periods, Chicagoans used a larger 
percentage of conventional financing through savings 
and loan associations and banks, While Detroit buy 
ers depended more on FHA and VA guarantee 
financed mostly through mortgage companies. Chi 
cagoans used more personal savings for downpay 
ment and carried slightly smaller mortgages in re 
lation to purchase price than Detroiters. 

A basic difference in the two markets is illustrated 
by the fact that a larger proportion of new Chicago 
homes were custom built. Detroit builders concen 
trated on buyers who had little cash and could afford 
only small monthly payments, so the builders had to 
use liberal financing and cost-cutting methods in 
order to meet this demand. 


Mortgage fund sources, per cent of total 


Savings &@ Mortgage Other 


Banks Loan Companies Investors 
Chicago 1949 54 22 / 13 
Chicago 1950 1 > 15 19 
Detroit 1949 18 } 69 
Detroit 1950 7 7 78 8 


New housing units built in Detroit totalled 28.600 
as against 18,500 in Chicago during the periods 
studied. In both areas most of the houses were one 
family size built for sale. But in Chicago, 21% of the 
houses were custom built compared with 9% in 
Detroit. Rental housing was of minor importance in 
both areas. but the fraction of rental units in Chicago 
was greater than that in Detroit — 12% as against 
iy @ 

Chicago interest rates averaged 14 to 1% higher. 
and mortgages were for a shorter term of years. 

Detroit, having only half the population, has built 
nearly the same number of houses since 1946 as Chi 
cago has during the same period — 130,000 com 
pared with 132,000 in Chicago. This means twice as 
many homes per person were built in Detroit. How- 
ever, in the last decade Detroit has gained 670.000 
people as against 570.000 in Chicago. 
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How You Install a 


Chimney 





“In 97 Minutes 





Van-Packer is tested 
and approved fire- 
safe by Underwriters 
Laboratories for al! 
fuels Also F.H.A. 


accepted Insulating 
vermiculite concrete 
wall and fire-clay tile 
liner equal in_ in- 
sulating value to 24 
of brick or 70 of 
ordinary concrete 
Approved for zero 
clearance at floor 
ceiling and roof of 
house. 


1952 


plea 


Leena anaaenenanesenaseanananes 








WITH 


VAN-PACKER 


PACKAGED MASONRY 


CHIMN EY 


complete Van-Packer Chimney 
can be installed by one man and a 
Here's how: 


helper in 97 minutes. 


1. Nail chimney support in place. 
2. Set each Van-Packer section and 
cement with prepared acid-proof 
cement furnished. 3. Nail flash- 
ing to roof, slide housing over sec- 
tions, and cement rain cap in place. 
It's as easy to build as that. Every- 
thing furnished — nothing else to 
buy. Nationally distributed so you 
Write 
for free folder and name of nearest 


can get immediate delivery. 


dealer or jobber. 


‘Van-Packen 
CORPORATION 


209 S$. LaSalle Street 
Chicago 4, Illinois 


Van-Packer Corporation 

Dept. 2201 209 S. LaSalle St. 
Chicago 4, Illinois 

Please send me additional information, 
free literature and the name of my 
local stocking deoler or jobber. 
Nome__ 


Firm_ 
Address 


City _ State 

Also Manufactured and Distributed in Can- 

edo by C. A. McRobert and Son, Lid 
St. Lourent, Quebec 


tl 


-----------------) 
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Population 


(Continued from page 33) 


Mobile, 61%; Fort Worth, 599%. 
and Norfolk-Portsmouth. 58% 
New York is 10% .. . below na 
tional average of 14%. 

California has the biggest popu 
lation gain for 1940 to 1950 . 
3.678.836... nearly triple the in 
crease of closest competitors. New 
York follows with 1.352.050. and 
Texas has the third largest gain . . . 
1.296.370. 

Population for the entire nation 
from 1940 to 1950 increased 19 
million. 18 million of which was 
natural increase (excess of births 
over deaths) and one million from 
immigration. 

Twenty-six states recorded pop 
ulation losses because more per 
sons left them than came into 
them. But in 22 of the 26 the losses 
were offset by natural increases. 
Another 22 states and the District 
of Columbia had net gains from 
out-of-state arrivals in addition to 
an increase of births over deaths. 


Houses Are Photogenic 


(Continued from page 28 


to the owners along with neighbor 
ty, tactful letters. They say that 
they have a duplicate of the pic 


ture which may be used if the 
owner ever wants to list his home 
for sale. Or, they say, if he wants 
it for any other purpose he may 
stop in at the office and pick it up. 
Thus they make valuable contacts, 
build up goodwill. 

Advertising experts stress the 
value of pictures in every phase ol 
the real estate business. Realtors 
who use them are enthusiastic. 
Yet, in the profession in general. 
they are used sparingly and lacka 
daisically. We wonder why 


Ask Somebody 


(Continued from page 27) 


problem is a personal one, and you 
have to take the risk. 

I learned this after 40 years of 
real estate law practice and real 
estate investments. While I often 
“ask somebody” I am not influenc 
ed too much by what they say. I! 
they can point out something spe 
cific to me, that’s different. 

Many men would own ihen 


own homes or other real esiate 


today. if they hadn’t “asked some 
body.” 

A man who had a good job, but 
couldn't save any money Was go 
ing to buy a home on an Install 
ment Contract. He “asked some 





body” and was told “never buy a 
home on an Installment Contract.” 
Today he hasn't got the job and 
he hasn't got the home. He de 
plores the fact that he “asked 
somebody” and blames that some 
body for being homeless. 

I suggest to brokers that they 
keep the above item and when 
they have a prospect who says “I 
want to ask somebody” show it to 
them. Maybe you should have it 
photo-statted and enlarged, and 
put into your window. Bur before 
you do, be sure to “ask somebody.” 


Goodwill Builder 


To favorably impress owners 
during listing interviews, take a 
cue from one broker who has his 
salesmen place a doormat-size 
white blotter at entrance of home 
on which salesmen wipe their feet 
before entering for listing inspec 
tion. 

After inspection, salesmen re 
place soiled blotter with spotlessly 
clean one on which a company slo 
gan, “Always A Clean Deal.” is 
imprinted. This goodwill practice 
pleases owner and word-of-mouth 
advertising of the broker's promo 
tion idea brings him much favor 
able publicity 








CASH 


Cow 


with you. 


H. J. DALDIN, 


Cw 





for hotel properties 


IN ANY CITY 


COAST TO COAST 
CANADA OR MEXICO 


Our representative will be glad to call and work 


For satisfactory arrangements, utmost dependability 
and outstanding security WRITE or CALL COLLECT. 


REAL ESTATE DEPARTMENT, 
3500 BOOK TOWER BUILDING, 
DETROIT 26, MICHIGAN. 
‘PHONE WOodward 2-5400 


WE ARE NOT BROKERS 
WE ARE HOTEL OPERATORS | 


or = || Now Ready! 


Lease 








REALTY MAP CO. 
ATLAS OF THE... 


Solid South 


Most extensive retail business 
real estate survey ever undertaken 


CONTAINS 


Write Now... 
FOR ILLUSTRATED BROCHURE 


NIRENSTEIN’S NATIONAL REALTY MAP CO. 


377 DWIGHT STREET 


NIRENSTEIN’S NATIONAL 


48 charts of 43 principal cities 
87 aerial views — 580 photographs 


2040 strategic locations clocked 
and checked 


All bus stops in areas covered 
Real estate history 
All maps measure 27 x 36 inches 


SPRINGFIELD 3, MASS. 
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By GEORGE F. ANDERSON 


he LER may retain a lien on 
“\ the property sold for any un 
paid balance of the purchase price. 
This lien operates the same as a 
mortgage and may be foreclosed 
as a mortgage and a deficiency de 
cree entered. This lien is called a 
Vendor's Lien 

The best to create such a 
lien is by stating in the deed that 
the grantor retains a lien for a 
specified amount. But the lien may 
be created orally. When the lien is 
created orally, a fide pur 
chaser from the grantee gets good 
title free from the lien. In several 
deals where the buver has been 
a few hundred dollars short in the 
purchase price I have protected 
the seller by retaining a Vendor's 
Lien. Not wishing to clog the title 
I merely memorandum 
from. the that a lien 
retained 

It is doubtful that a hen is re 
tained “inten 
tion to do so.” If a seller should 
say. “Tll trust you for the bal 
ance, or if there is a mistake in 
the pro-rating in favor of the buy 
er. the “intention” to retain a lien 
would be negatived. While I have 
n't made a careful study of the 
cases I am inclined to the 
that there can be no Vendor's 
without the “intention’ 
should be one 


Way 


bona 


took a 


buyer was 


unless there is an 


view 
Lien 
that iher« 


had a property and it was sub 

ject to a condition something as 
follows 

“This made on 
the express condition that no in 
toxicating liquors be manufactur 


conveyance 1s 


ed or sold on said premises and in 
the event of a violation of this con 
dition the title to said premises 
shall revert to the grantor and his 
heirs.” 

I wanted to get a loan on the 
property and this condition stood 
in the way. 

The building was a high class 
apartment building in a desirable 
location and the condition was ab 
surd but there it was and a danger 
ous thing at that. The grantor 
wanted $5,000 to release the condi 
tion. This was a holdup, and no 
self-respecting man would submit 
to it. 


How did I get around it? The 
C. T. & T. Co. waived it for a 
mortgage policy. I don’t know 


what I would have done had there 
been no C. T. & T. Co. 
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May a seller retain a lien on a property sold for any unpaid balance 


of the purchase price? How can a property be released from a cot 
dition which was imposed on it when the property was sold? If two 
parties appoint an arbitrator to settle a controversy, is the arbi 


trator’s decision always final and binding? Here's legal advice 
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|‘ you and I get into controversy 
and we appoint an arbitrator 
to settle it. his decision is final and 
binding. There i one excep 
tion to this principle and that is 
fraud on the part of the arbitrator 


Otherwise he may 
may 


only 


use bad judg 
ment. or he make a mistake 
but his decision is final and bind 
ing 

It was because the case of ree 
man vs. Ralph Realty Corp., 191 
V.¥.S. 72, approached this situa 
tion. that made it a difficult case. 
but the Court said that it was not 
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Understanding of Contracts — Simplified 


A new booklet, entitled “Understanding of Con 
tracts’ — Simplified, is being published for real 
estate brokers and salesmen by the Alpco Publishing 
Company, 1025 Broad Street, Newark 2, New Jersey. 
Written by P. Gabriel, lawyer and educator, the 
booklet is intended to help real estate men avoid 
mistakes in drawing up any kind of legal contract. 
The manual is spiral Deine id with a soft cover and 
weighs eight ounces. Completely indexed, material 
can be locaied quickly. A glossary of commercial 
law terms is included. 


New Models of Briggs Beautyware 


Briggs Manufacturing Company of Detroit, Michi 
gan, will show new models of bathtubs and lavatories 
at the NAHB convention this month. New features 
in the five-foot recess bathtub are improved appear 





ance, vertical front panel edges to allow easier fitting 
of wall tile, and sloping back rests. 

Four new and three redesigned porcelain-enamel- 
ed lavatories feature deeper bowls for greater water 
capacity, wider front aprons. and more shelf space 
for toiletries. Colors available are Sea Green, Sky 
Blue, Sandstone, Ivory, and Sparkling White. 


Celotex Key Joint Units 


With exposed spline joints on all four edges, a new 
¥4-inch Celotex Key Joint panel may be applied di- 
rectly to open framing without furring strips or other 
preparation. Because all four edges are alike, panels 
may be side- or end-matched, erected horizontally or 
vertically. or interchanged at will without cutting 
or sawing. The panels are available in multiples of 
16 inches. 


illuminated Valance 


Joleco Corporation of St. Louis is manufacturing 
an illuminated valance which can be used over win- 
dows, across entire walls, over pictures, beds and 
tables. The valance consists of an 8- or 10-inch face- 
board of 14-inch unfinished sanded plywood, traverse 


rod, radio and television interference filters, a single 
fluorescent tube, and a 10-foot cord with hand switch 
The fixture is available in four standard lengths 
33, 48, 66, and 96 inches — which can be used singly 
or in multiples to obtain the desired length. 


New G. E. Automatic Washer 


A new, fully automatic washer has been announc 
ed by the General Electric Company of Bridgeport. 
Connecticut. The machine features an instant stop 
and start control, water-saving small load operation. 
a lighted interior, and an additional four-year war 
ranty on the machine's sealed-in transmission parts. 

Same as earlier General Electric models, the wash 
er is a top-loading, free-standing machine with agi 
tator action. Once started, it will automatically wash, 
double rinse, and spin-dry, then shut itself off. The 
machine can be stopped and re-started at any point 
within the cycle, or can be made to repeat or skip 
any stage within the cycle 


Pouring-type Fiberglas Cavity Wall Insulation 


A fiberglas insulation that can be poured has been 
announced by Owens-Corning Fiberglas Corporation 
of Toledo, Ohio. Developed for use in the Structural 
Clay Research insulated cavity wall, the new insula 
tion is said to have good thermal resistance, ability 
to support its own weight without settling, and mois 
ture resistance. 

Made of inorganic nodules of fibrous glass, the 
material resists rot. termites. and fire. Because of 
easier handling, the cost of the SCR wall is reported 
to be less than that of a cavity wall requiring furring 
and lathing. 


Light-weight Shower Stall Base 
Kaytel. Incorporate “d of New York. has deve sloped 


a shower stall base that weighs 20 pounds. Seamless. 
one-piece construction of the “Tuf-Lite” receptors 
assures a leak-free lifetime and eliminates the need 
for lead-pan insulation, according to the manufactur 
ers. Basket-weave design molded into a matte surface 
helps prevent skidding. Molded of reinforced plastic. 
the receptors are said to be virtually indestructible 
in normal use, and never need painting or refinish 
ing. 


More Plaster Next to Corners 


An improvement in metal corner bead, permitting 
heavier thicknesses of plaster next to the bead itself, 
has been announced by Inland Steel Products of Mil- 
waukee, Wisconsin. 

The new feature, which has been added to the 
firm’s Milcor Super-Ex Corner Bead, provides for a 
greater depth of plaster between the bead and the 
wings. With the new design, plaster grounds down 
to one-half inch can be specified with protection of 
corners against chipping and cracking. 


Safer Duraluminum Ladders 


To ladder users concerned with safety and service 
ability, Duraluminum Manufacturing Company of 
New York has issued a folder describing improved 
safety features of their new life-time straight and 
extension ladders. Details of rung construction, side- 
rails, safety locks and safety shoes are shown. 
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House As You Like It 


If you don't like the room arrangement of this 
house, you can wheel the bathtub into the bedroom, 
put the other fixtures in the linen closet, pull in the 
walls where you want them. Then you wheel the 
bed into the kitchen and move the kitchen to the 
other side of the house 

While you and your family enjoy the new arrange 
ment, pedometers, electric-eye counters, and door 
counters clock your movements and trace your traf- 
fic patterns. 

Such is life in a test house built on the University 
of Illinois campus by the Small Homes Council. 
Sponsored by the HHFA, the “most unusual house of 
the year” is part of a research project to test the way 
families live in different arrangements and sizes of 
rooms. As a whole, the project is aimed at developing 
space requirements, or standards, for modern family 
living. Results are expected to help the housing in 
dustry build the greatest amount of needed space 
into homes with minimum waste. 

Rearrangement of the bathroom and kitchen is 
possible by use of flexible connections instead of 
regular pipe and fittings. The entire house can be 
made larger or smaller in a few hours by two men 
with simple tools. 

The experimental house will be lived in by two 
representative families, one after the other for six 
months each to test different space situations. Dif- 
ferent sizes. shapes and arrangements of rooms and 
fixtures will be tested by each family. A new room 
arrangement will be tried each month. Space arrange 
ments that differ radically from those used in today’s 
homes will be included 

At the end of each month, family members will 
be questioned concerning their reactions to the ar 
rangement tried that month. Both the efficiency of 
the arrangement and the psychological effect will 
be charted. Wherever possible, quantitative measure 
ments will be taken. Pedometers will count the 
number of steps required in the use of household 
equipment. Electric-eye counters, door counters, and 
similar instruments will mechanically record traffic 
patterns within the house. 

As a final test, the occupants will be given an 
opportunity to suggest some arrangement which 
they would like to try 

The two families will be representative of those 
living in small houses today. Each family will con- 
sist of a couple, approximately 30 years old, having 
two children a girl and a boy one of whom 
is to be of school age and the other of pre-school age. 

On the outside, the test structure looks like almost 
any other small contemporary house, but it is far 
more changeable. Supporting columns at the edge of 
the structure free the interior partitions and outside 
walls of the roof weight, making them readily mov- 
able. 

The bathtub is on wheels, while the other bath- 
room fixtures are on movable wall panels. The bath 
room can be split. thus providing a divided bath if 
space studies require it. Likewise. all kitchen equip 
ment is movable. 

Built on a 32 x 48-foot floor area, the house is now 
a 24 x 36-foot structure. It can be made larger or 
smaller by merely changing the positions of the out- 
side walls and adding floor panels. There is no roof 
or ceiling over that part of the “space laboratory” 
not enclosed by the house. This will be added later. 
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ILLUSTRATE YOUR SALES TALK 


Style No. 711 


In sizes 16” x 20” to 58” x 20’. Your choice of oak 
walnut, mahogany or aluminum frames. Other 


boards furnished in anv stvle or size. Write for ow 


illustrated folder 
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GUESSWORK’'S GONE 


for builder and buyer 
when the deal is closed 


for a Poliman home! 


A conventional home factory 
assembled quicker turnover 
faster construction, lower costs 


supremely beautiful designs! 
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939 20th St. N. W. 


Start Sooner! 
Complete Quicker! 


Sell Faster! 
THAT'S 


PREFABKICATION 


Build better 


Build sooner 


with 


PREFAERICATION 





Read about the 


HOTTEST TREND 
In Home Building 


Behind the fast - spreading ac- 
ceptance of Prefabrication is the 
growing recognition of its basic 
advantages. Besides being an 
immediate answer to housing 
problems in critical defense 
areas, it is every day filling the 
needs of families everywhere for 
low-cost, modern homes—homes 
well built and designed for com- 
fortable, gracious living. 

Write today for your FREE copy 
of “Build better, Build sooner.” 


PROFIT WITH PREFABRICATION 


PREFABRICATED 


Home Manufacturers’ 


INSTITUTE 


Washington 6, D. C. 
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President Truman will present his budget to Congress this month. It 
may call for spending $80 to $90 billion in fiscal 1953, beginning 
July 1. To offset such spending with any substantial new revenue 
from personal income taxes, top rates would have to be jumped to 
50% on incomes of $5000 and up to 745% on incomes of $10,000 
a year. 


Winston Churchill says that the Conservative British Government 
will raise the housing goal from 200,000 to 300,000 units per year. 
allotting the extra 100,000 to private builders. But Churchill's 
party won't reduce the government housing program proof 

that once the government has its hand in the private enterprise 

pie, it seldom takes it out. 


Cal Snyder, secretary of NAREB’s Realtors Washington Committee, 
charges that the Office of Rent Stabilization is trying to clam» rent 
controls on critical areas against the wishes of the communities 
involved. He cited two examples of communities where he talked 
with the military and the Atomic Energy Commission. In both 
cases, attempts to control emanated from ORS in Washington 


One out of every three tax dollars is spent for 300 welfare plans... 
that’s a burden of $575 for every taxpaying American family. In 
fiscal 1950, $23 billion was spent by federal. state, and local go 
ernments for public welfare programs everything from a 
federal retirement program for railway employees to public hous 
ing. Maybe it’s time to start pruning the welfare tree. 


An anonymous architect says that the typical two-bedroom rental 
units in public housing projects are 10% too small for the normal 
family. 


The Florida real estate commission has adopted a new rule for- 
bidding brokers from employing part-time salesmen. There are a 
few dissenters who think the move is “dictatorial” but most brokers 
think it is a good move to protect reputation, prevent “bird-dog 
ging.” 


In Arkansas, the legislature just passed a law requiring brokers to 
have a commercial bond of $2000 before they can obtain iheir 1952 
license. They think it will eliminate some side-walk brokers who 


give the industry a bad name. 


As a special Christmas offer, managers of Philadelphia's new 
Flamingo apartment offered one month’s rent free to new .enants 


Committees of savings and loan executives have been set up in 
each of the 12 Federal Reserve Bank Districts as part of the program 
for Voluntary Credit Restraint. Objective is to assure that non 
government-guaranteed loans on existing houses conform to the 
pattern of Regulation X on new construction. 


Getting back to his own business, after travelling more than 80,000 
miles as NAREB’s president, Al Summer says that 1952 will be an 
active and challenging year in the real estate and home building 
industry. “Many owners will sell this year because they now need 
a larger house, or can afford a better one. or must move elsewhere 
for defense work.” And he says the change in the capital gains iax 
will help too. 
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